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Founded 1855 


Three Dollars a Year 


rdware Age 








Were Your Screen Sales 


Satisfactory Last Season? 
If Not, Try 


SUN-RED EDGE 


The Only Self-Measured Screen Cloth 
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Brings Protection to Customers and Big Profits to You 


1. The Sun-Red Edge is our exclusive 
mark of identification and your customer’s 
absolute assurance that the cloth upon 
which it appears is of highest quality. 


2. Sun-Red Edge screen cloth eliminates ° 


annual replacements and increases’ your 
reputation for reliability and honest 
values. “os 


3. Marked every six inches, accurate as a 
tape line—Sun-Red Edge takes the guess- 
work out of measuring and: saves time 
and material for you in making sales. 


REYNOLDS 
WIRE CO. 
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4. The Reynolds Wire Co. since 1894 has 
aimed to manufacture the highest possible 
standard of screen cloth, and helieve they 
have achieved it. 


3. Three distinct kinds of Sun-Red Edge 
—Black Painted, AluminA (electro-gal- 
vanized) and Copper-Bronze—enable you 
to handle every screen cloth need in your 
community. 


6. If you want more satisfied customers, 
larger volume of business and greater 
profits, specify Sun-Red Edge for next 
season. 
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Advertising Index, Page 84 





1 Foot 
Mark 


6 Inch 
Mark 


1 Foot 
Mark 


DIXON, 
ILLINOIS 


Editorial Index, Page 19 





















HARDWARE AGE October 21, 1926 


ANNOUN CING 
THE ARGOSY 


A new pattern in 1847 Rogers Bros. always writes a 
new chapter to the silverware business. 


Every 1847 Rogers Bros. Silverplate merchant will 
recall the immediate sales impetus felt in his silver- 
ware department upon the advent of the Ambassa- 
dor, the Anniversary and the Ancestral patterns. 
The coming of the Argosy will mark another “big 
moment” in silverware history—for the Argosy is 
one of the handsomest patterns that ever left the 
famous designing rooms at Meriden. 
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You should not only have the Argosy pattern on 
display when the national advertising announces it, 
but your windows and counters should be trimmed 
with the special display helps that have been pro- 
vided for you. Window and counter cards, dis- 
play material and newspaper electrotypes are now 
available. 

Address Sales Promotion Department, International 
Silver Company, Meriden, Conn. 


‘1847 ROGERS BROS: 


SILVER PLATE 





Tea set and dinner 
ware design of the 
spoons, made to 
match the forks and 
knives. 


The illustration above is part of an advertisement in colors .in. the October issue of Saturday Evening Post. It will also appear 
in full colors in the October issue of Ladies’ Home pease, fl ~~ aaare, announcing the Argosy pattern will appear in 
eading publications. 





HARDWARE AGE, published weekly by the JRON AGF PUBLISHING CO., at 239 West 39th Street, New York, N. Y¥., U. 8S. A. Entered as second 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U, 8. A.). $3.00 per year. Single copies 
25c. each. Vol. 118, No. 17. 
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Carpenters 


in the U.S 2~ Canada 


Read our Ads 
every month 





in the 


RIPEN IER 


Every ad tells them to ask their 
local hardware store for 


V&B Vanadium Hammers 
V&B Drop Forged Steel Planes 
And Other Vaughan Tools 


Every union carpenter receives 
and reads this interesting official 
magazine. How many carpenters 
are there in your town, city, 
community? They are all live 
prospects for V&B tools—and, if 
you are wise; you will follow up 
this advertising by, letting all of 
them know that your store is head- 
quarters for these wonderful tools. 


(Incidentally, if you have not 
yet stocked the line, it will be 
money in your pocket to do so, 
without delay. Write us for cir- 
culars, prices and discounts. ) 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 





(Makers Of Fire Toots 





2114 Carroll Ave.~ 


~~ Chicago, Ill. U.S.A. 
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AMERICAN 


SCREW 
COMPANY 














Wood Screws Machine Screws 
Stove Bolts nana Bolts 








Largest ita 
Greatest Assortment 
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Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 


pdt IN Tie 
a ~ 
= 

+ 

m 

Oo 

%. 


4 
IME RICh 





























October 21, 1926 HARDWARE AGE 


STANLEY MERCHANDISING HINTS 


SUBJECT No. 25 


No. 


Lie 


Folding Shelf Bracket 


1. When fully opened it automati- 
cally locks, giving rigidity. Can 
be folded out of the way. 


2. The plates are embossed — this 
adds to its strength. 


3. Can be oLUT (ey ah ’a-lalem-r-F-ti par] ey elites 
—only three screwholes in each 


plate. 


4. The Japanned finish eT Ac -3-- Bal-r-1 o 
shiny, black appearance. 


N many places such as pantries, 

cellars, workshops, porches and 
so on, astrong shelf is often wanted. 
At other times, when not needed, 
it is desirable to fold the shelf out 
of the way. 


No. 794 is just the bracket to 
offer for that purpose. Its locking 
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Stanley Shelf Bracket No. 794 








device—when fully open, makes it 
just as strong as the ordinary type 
of bracket. 
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yy THE STANLEY WORKS, NEW BRITAIN, CONN. 


New York Chicago San Francisco Los Angeles Seattle 
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Stanley makes a complete line of 
wrought hardware of the highest quality 


KEEP A CLEAN CUT STOCK 


SELL THE LINE 


This trade-mark is a means of identification 
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STANLEY HARDWARE 
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$ From Raw Materials to Finished Products 
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The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 
entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 
Goods for over 50 years. 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


_ We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 


go OD OOK OOK OS 


October 21, 1926 


Besse eeessss. 


< 
is: 
Dam‘ 
3 








October 21, 1926 





Three Other 
Gasoline-Motor 
Models— 


Dexter all-metal double 
tub, Model A-35-G, either 
polished or nickeled cop- 
per tubs — Dexter single 
wood tub, Model 9-G, and 
Dexter single all metal 
machine, Model A-5-G 
with either polished or 
nickeled copper tubs. Get 
a sampleon your sales floor 
and watch your washing 
machine sales and profits 
grow. 
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Complete With Power: 
Plus, Four-Cycle Engines 


HE illustration above shows the popular Dexter- Double 
Tub equipped with the dependable four-cycle engine used 
on all Dexter gas-motor models. This efficient outfit brings 
practically all the labor -saving conveniences of electricity 
into any home laundry where electric current is not available. 





Its half-horse engine starts easily, runs smoothly and deliv- 
ers surplus power for the heaviest kind of washing and 
wringing work. A flexible tube carries the exhaust to the 
outside air. Mounted on large, swivel castors so it can easily 
be moved and operated anywhere. 


There are many prospects for Dexter ‘‘Gasmotor Models’”’ 
in your vicinity. Don’t overlook this fruitful field for prof- 
itable sales. Illustrated folders and detailed information 
will be sent the same day your inquiry reaches us. 


DISTRIBUTED FROM 
Peoria Omaha 
Madison St. Louis 
Minneapolis Kansas City 


Los Angeles 
San Francisco 
Spokane 


Rochester 
Harrisburg 
Columbus 


The Dexter Company, Fairfield,lowa 
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advertisement in its issue 


of February 20th, reaching over 
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CHOLSON 


| Fe 6th, that goes to 
~ 2,225,000. NI 
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in thjs store 


NICHOLSON 


im the Saturday Evening Post 
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in thee NICHOLSON 
Fall Campaign 


NOt it is true, a giant in size, like 
the enlargements we send to be 
pasted in your window. 





But a giant in selling power. For 
each NICHOLSON advertisement 
reaches a far greater audience than 
ever collected in front of a store. 


More than 12,000,000 people are 
reached by these “giant ads” running 
consistently week after week and 
month after month. In many centers 
they have increased NICHOLSON 
File sales by more than 100%.. 


Experience has shown us how to pre- 
pare “giant ads” in the truest sensé 
of the word. And every ad is a 
“siant ad” in the NICHOLSON 


Fall Campaign. 
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; ee only sharpener that requires 
no skill—sharpens any kind of 
steel, hard or soft,and sharpens any 
kind of blade, straight, curved or 
beveled. No wonder it is selling 


wherever it is shown. Are you 


MELO 


The one sure way tosell Sharpits body who asks for a sharpener. 
in quantity istomountaSharpit Every dealer doing this is selling 
back of your counter where you Sharpits by thedozens— in many 
canquicklydemonstrateittoany- cases,bythehundredsperannum. 


DAZEY CHURN AND MFG. COMPANY + + 4301 Warne Ave., St. Louis, Mo. 
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~ Much Furniture 
_ Does a House Hold? 


£4 6 NTIL moving day we sataly realize how 
iE J + much furniture is required for our 

»—4\| comfort. It takes about seven pieces 
iva every individual--seven packages of Domes 
of Silence for every person in the house! Know 
this and you know why live retailers suggest 
them for every piece in every room in the 


house. Their sales are in dozen sets or more 
per customer. Their profits are twelvefold! 
The next page shows the new Display-Stock 


Cabinet. cat wants a job.oniy counter! 
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Better Than (asters i WW Easily Applied 


The Perfect Furniture : (4) Save Furniture, Floors 


Footwear and Rugs 
Reg. U. S. Pat. Off. 
No. 995,758 which will 


be stricely enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City 
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Costs *10 


oie new metal Display-Stock 
ortmenet 


ro + gant sells for $15. Contains 


Sells Itself for $15! 23S: 


REFILLS: 


Sizes %", 
packed i 
sizes-- 


1%* packe I doz 


per gross sets 


1" %&% a", 8 
n Yo Bro 
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DOMES = SILENCE 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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Better Than (asters 


The Perfect Furniture 
: Footwear 


» %" and %". 


¥", %" 


‘ HERE’S money in Domes of 
Silence. Every home needs from 
three to five dollars’ worth. 

Domes of Silence are nationally adver- 
tised. Customers know they will save 
furniture, floors and rugs. They only 
need a reminder to ask for them. They 
only need a suggestion to buy them for 


every piece in every room. This Display- 


Stock Cabinet reminds them and stocks 
a full gross in back for your quick se- 
lection of sizes. Just a five-inch strip is 
all the room this cabinet takes. Look 
around the store--find the place for it-- 
then get one at once from your jobber. 








i Easily cApplied 
s b Save Furniture, Floors 


and Rugs 
Reg. U.S. Pat. Off. 


ay 995,758 which will 
be strictly enforced. 
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CRAFTS 
NAIL 
PULLER 


STRENGTH 
SPEED 
DURABILITY 





ait NO WONDER 
eS fyi IT IS 


Gtalog Buye'S 


in| @talos am POPULAR 


HARDWARE COMPANY 


Reg. U. 8. Pat. Off. 





Torrington, Conn., U. S. A. 


New York Office 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 
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The Pioneer 


his reward 








1s veaping 





OT long ago we wrote here of the pioneer 

and the reward that is his by right of 

his pioneership. We spoke of Mohawk One Dial 
Radio as a pioneer on the threshold of its re- 
ward. For years we trod alone a path which now 
is thronged—we strove to perfect One Dial Radio, 
and now, with that accomplished, we are begin- 
ning to garner the profits that are the just due 
of costly experimentation to establish Mohawk 
One Dial Radio as first and finest and the best 
value in the growing One Dial field. The fight 
has been ours—you om but to write us for our 
dealer proposition to share the fruits of victory! 


Mohawk Corporation of Illinois 
Established 1920—Independently Organized in 1924 


2220 Diversey, at Logan Boulevard, Chicago 


Mohawk Corporation 
of Illinois 
Established 1920 
Independently 
Organized in 1924 


One 
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SENECA—Mohawk one-dial, six-tube 


shielded radio set in wal- 


nut drawer. List price . $5 (= 


CHEROKEE—Shielded. Rich walnut 
hand rubbed piano finish. Full piano- 


hinged. 104 ins. high, 131% ins. $65 
WINONA—Shielded. Rich 
walnut. 24 ins. long. List price $80 


anna ge Rich walnut, 
two-toned. Built-in loud $110 


speaker. List price . : 


PONTIAC —Shielded. Burl walnut, 
drop front. 


Built-in loud 
speaker. 46ins. high. List price $ 140 
GENEVA (In large illustration) — 
Shielded. Front full burl walnut, in- 


laid. Loud speaker built into $185 


dome, 44 ins. high. List price 
POCAHONTAS-—Shielded. Burl wal- 


nut inlaid. Built-in loud speaker with 


5-foot horn. 45% inches ~ 300 


high. List price , ‘ 
Prices west of the Rockies slightly higher. 
Canadian prices 40% higher. 


deep, 15% ins. long. List price 


=] 
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KLEANBORE 


Remington, 
KLEANBORE 


CARTRIDGES 








KLEANBORE 


KLEANBORE 





This is the Name Selected from 10,500 Sources for this 


Remarkable New Ammunition 


KLEANBORE is the name chosen for the most 
sensational development in the history of ammuni- 
tion. It is the name of the cartridges that prevent 
rust, pitting, and corrosion in rifle barrels; that 
make rifle barrels maintain their accuracy for a 
lifetime even though the bore is not cleaned. 


Remington's latest invention sounds like a magic 
dream to the man or boy who has spent many 
weary hours cleaning his rifle after hard days 
a-field, or on the range; it sounds even more mirac- 
ulous to those who have failed to do this, and have 
had their favorite rifle barrels ruined by rust, pit- 
ting, and corrosion. 


The priming mixture in REMINGTON KLEAN- 
BORE CARTRIDGES contains none of the salts 
that attract moisture and cause rust. It contains 
ingredients that positively prevent rust. Clean 
your barrel thoroughly with boiling water to re- 
move all salts left by ordinary ammunition, and 
shoot REMINGTON KLEANBORE CAR- 
TRIDGES. As long as you continue to shoot them 
exclusively, the bore of your rifle will not rust, cor- 
rode or pit. 


Many millions of rounds have been fired with 
REMINGTON KLEANBORE CARTRIDGES 
in tests and in public shooting galleries. Barrels in 
which KLEANBORE CARTRIDGES have been 
shot have been left without cleaning since 1924 
and today the bores are in perfect condition. These 
barrels have been subjected to severe tests, such as 
putting them in humidifying chambers more heav- 
ily charged with moisture than the natural atmos- 


phere in order to produce unfavorable barrel con- 
ditions in the shortest possible time. These tests 
did not affect them; the bore of the rifle becomes 
actually rustless and stainless through the use of 
REMINGTON KLEANBORE CARTRIDGES. 


The nation-wide interest attracted by Remington's 
announcement of this revolutionary new achieve- 
ment was attested by thousands of letters contain- 
ing over ten-thousand, five-hundred suggestions for 
a name. Iwo contestants submitted KLEAN- 
BORE, and each has received a check for $250.00, 
the first prize. 


THE PRIZE WINNERS 


First Prize—$250.00 
W. A. Rossins, Jonesville, La. 
NELSON E. Starr, Goshen, Ind. 
Second Prize—$100.00 
C. A. Evans, Pittsburgh, Pa. 
Third Prize—$75.00 
Omar Lioyp, Culver, Ore. 
Fourth Prize—$50.00 ‘ 
L. I. Ketter, Kendallville, Ind. 
Fifth Prize—$25.00 
R. B. MacKenzie, Edmonton, Alta., Canada 
GeEorGE R. Rinco, Los Angeles, Cal. 


REMINGTON KLEANBORE CARTRIDGES 
will be introduced first in the popular small caliber, 
rimfire cartridges, and will be ready for delivery 
early in November. Place your orders with your 
dealer now, and make sure to get your supply of 
these cartridges at an early date. 


Remington Arms Co., Inc. 


25 Broadway 
© 1926. R. A. Co. 


Established 1816 


New York City 
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Good Luck 
Gard 





Six plies of stout fabric around a tough rubber inner tube 
encased in an equally tough rubber jacket. Not the 
cheapest way of making garden hose but a very good way. 


Boston ;Woven Hose 


& Rubber Co. 


Makers of Quality Rubber 
Goods for Fifty Years 


Works 
Cambridge, Massachusetts 


Postal Address: 
Box 5077, Boston, Mass. 
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Miles Automatic Furnace Fan with Auto- 
matic Louvers closed. Fan in operation. 


What the Miles Automatic 
Furnace Fan Does 


1. Doubles volume of heat. Doubles air 
flow, and increases the velocity with 
which air impinges against furnace 
castings, imparting a rubbing action 
which extracts twice the heat without 
increasing fuel consumption. This 
heated air is rapidly pushed up 
through pipes in every room, no 
matter how far from furnace. 

2. Provides four changes of air every 
hour in every room. Assures venti- 
lation as well as heat in volume. 





3 


Saves the furnace castings by pre- 
venting overheating, insuring longer 
life and lower cost of operation. 


4. Saves 30 to 40% fuel. Cuts loss of 
radiant heat into cellar to minimum. 
Stops wasteful smokepipe or stack 
losses. 


5. Gives instant heat. No long waits 
for warm air pipes to heat up. Warm 
air delivered within five minutes after 
you turn on the fan. 


6. Every register delivers. No cold 
registers, no cold spots. 


7. Even heat, floor to ceiling, assured. 
Only a variation of a few degrees 
between floor heat and ceiling heat. 


8. Pushes warm air up the pipes in 
winter and cool air up the pipes in 
the summer. 


» oe 


Showing by-pass louvers open. 
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THE WARM AIR FURNACE = COMPANY : 
6517 Cedar Ave., Cleveland, O 
[] Send catalog and data on esos Air” and Miles 
Automatic Furnace Fan. 
Send new folders on New {En Residence Jobs 


AUTOMATIC 


Double Your Furnace Business 
Increase Your Profits thru 





FORCED 
AIR! 


ORCED AIR is the new secret of success 
in the warm air furnace business. 


The idea is simple. Forced Air means forcing, blowing, 
or pushing warm air up the pipes in winter and cold air 
up the pipes in summer by means of mechanical pres- 
sure instead of depending upon gravity. The Miles 
Automatic Furnace Fan, which makes forced air possible, 
pushes the air up the pipes to every room instead of letting 
it “ooze up” by gravity. It increases the velocity of the 
air flow and steals the heat from the firepot castings and 
pushes it up to every room where it is wanted before it 
has a chance to leak out of the chimney. 

Makes every register a heating register. You can 
guarantee to heat every room regardless of wind pres- 
sure or direction. 


Endorsed by over fifty furnace manu- 
facturers for new or old jobs 
Forced Air, through the Miles Automatic Furnace Fan, 
will cure all your “sick” jobs. Forced Air will help you 
to get new and better business—the larger residences 
garages, factories, churches—because you can now — 
them on a Guaranteed Heat Performance Basis. 


Write us. We show you how to install 
and help you to figure plans 


All the facilities and experience of our Engineering De- 
partment are at the service gf our customers. Get a 


Miles Automatic Furnace ' , 
Ni 
“ies ) 
=o aa 
a 


Fan on your floor, hook it 








up toa furnace; demonstrate 
it. It will help you to bigger 
and more profitable furnace 









COLD AIR 
orders than you ever | | Return 
dreamed possible. Write. 
‘ _a 
The Warm Air Furnace cot aim fp ET J- 
Fan Company CHa | 


6517 Cedar Avenue 
Cleveland, Ohio 
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Church Heating 


Markets for Furnaces Garage Heating 


Name snc 


Address 














FURNACE FAN heal 








seeeece ‘ 


17 





pa i 2 a ON, A sala 2 " 


sr Ae 9 a4 epitomises 


Dare Saat Cofiomes tlgag 


mere pelt it te i | See pay rama 9 a 





E.C.ATKINS & CO. 


ESTABLISHED 1657 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cithes: 


anta San Francisco 
Memphic New ae Seattle ™ 
Chicago New Yo tY Paris, France 


M — oe Portiand,Ore. = Vancouver, BS 





HARDWARE AGE 


Mr. HAPPYMAN 
SAYS: 


SILVER 
STEEL 








October 21, 1926 


Knowing the use of things 
and the kind of wear and tear 
the things you sell are likely 
to ericounter in the hands of 
the prospective customer will 
enable you to advise wisely. 


To allow a carpenter to buy 
a cheap saw is wronging that 
carpenter because he makes 
his living with it. 


Here is where Atkins’ Sell- 
ing Helps for salesmen will 
be of wonderful service to 
you. 


Write for the following 
booklets: 


**Sawology’’ 


“The Man Behind 
the Counter’”’ 


**Pointers”’ 






















INS 











SP tet Pee Ae ee ON. 


Fas a te 











GO os ee 
re “— a 











i} | 
{i} 
iH 


wlivnatidbtie 


GEORGE H. GRIFFITHS, GENERAL MANAGER 


Owned by the United Publishers Corporation, 239 West 39th Street, New York. A. C. Pearson, Chairman. 
FP. J. Frank, Pres. C. A. Musselman, Vice-Pres. Fred C. Stevens, Treas. H. J. Redfield, Seecy,. 





Founded 1855 


Width 


awn 


| 


i 


239 West 39th Street, New York City 
FRITZ J. FRANK, PRESIDENT 


Associate Editors: CHARLES J. HEALB, E. V. BILLSTONE, D. J. WITHERSPOON 
Copyright 1926 by Iron Age Publishing Company 





LLEW S. SOULE, EpITor 





Volume 118 


New York, October 21, 1926 


No. 17 





Contents 








It’s Up to You! 


N this issue of HARDWARE AGE 

you will find a veritable manual 
of real, honest merchandising in- 
formation. HARDWARE AGE aims 
to be of service to you in the solu- 
tion of your many problems inci- 
dental to the conduct of your busi- 
ness and to place before you prac- 
tical and workable ideas, the worth 
of which have already been demon- 
strated by your brother merchants. 
This information is only as val- 
uable as you care to make it. It’s 


Trade Winds, by Llew S. Soule 21 
Installment Selling 22 
The High Cost of Hand-to-Mouth Buying 24 
Builders’ Hardware Door by Door, by W. N. Thomas 25 
Notes of an Itinerant Editor 27 
Complete Auto Accessories Stock Holds Community Trade 28 
Christopher Columbus, by Saunders Norvell 30 
Making a Go of Radio 33 
Taking the Backache Out of Washday 35 
Cap Screw Price Lists, by M. M. Godschalk 41 
Display Well and Sell Much 56 
DEPARTMENTS: 
Current News of the Trade 37 
Washington Letter, by L. W. Moffett 40 
General Market Information 42 
Tools 39 up to you! 








Branch Office Representatives of Hardware Age 


‘The next issue of HARDWARE AGE 
will contain a full report of the 
Atlantic City convention of the 
American Hardware Manufactur- 
ers’ Association and the National 
Hardware Assocjation in session 
this week in the World’s Play- 


What Readers Say 
About Us 


“I am lost without my weekly copy 


(Signed) E. W. SANDERS, 
Detroit, Mich. 


“We enjoy HARDWARE AGB very 
much and do not want our subscrip- 
tion to lapse under any condition.” 


Editorial 

Chicago, 1507 Otle Bldg... ..cccccccccccccsccvccccccccccccccccees ‘ = M. os, 
Philadelphia, 1402 Widener Bldg..........cssccceeeeccseceseevees - James M. Rose . 
nn. ces a ebsebusbesvebecgede veeee.G. F. Tegan ground city. 
Cleveland, 1862 Hanna Bldg............ccecceesccecssesteveeeesees F. L. Prentiss 
Cincinnati, 904 ist National Bank Bldg...........cecceecevevecees Burnham Finney 
Bostem, GOS Taek Be, TORR. occ ewe rcccscvvcvcscevovccessccesceeses Gerard Frazar 
Minneapolis, 4216 Bryant Ave., B....... cc cece ccceecceen sens eeeeneees F¥. 8S. Smith 
Washington, 536 Investment Bldg..........cccescccsccsccessecsesece L. W. Moffett 
i in, i ne [in asccceesBoessesecbecececeevceeeeas Charles Downes 

Advertising 
Be Gl Meee cc cccccsecesceteteccoscseercosavesce ..--O, J. Knapp f é — 
i eas deh ondebeeesendresbeenes Will J. Feddery of HARDWARE AGE. 
a GD UE GR, BIg cece cccccencoceredceeteescoecese Chauncey F. English 
. ee ee Mi ccc ewe cde eee ebeccceces ceses Harold G. Blodgett 
re J 6 sakes 66 0 beb c8 8s heb eee bse eens -..-R. B. Cronkhite 
I ES a eee W. A. Douglass 
Se a SOU GUD Wace Fe chee seceded ere ses be deceséeseeee P. J. Cosgrave 


SUBSCRIPTION Pricwe—United States, its possessions, Canada, Mexico, Central 
America, South America, Spain, and its colonies, 1-year, $3.00; 2 years, $4.00. 
Foreign countries, not taking domestic rates, 1 year, $6.00. Single copies, 25c. each. 
Subscription remittance should be made by Check, Post Office Money Order, Express 
Money Order or Bank Draft, payable to Harpware Acs, New York. 


Member of the Associated Business Papers 
Member of the Audit Bureau of Circulations 





(Signed) 
RED FEATHER MATERIAL CO., 
H. W. Brittain, 
Glendale, Calif. 


“I don’t see how anybody in the 
hardware game can do without the 
Age.” (Signed) O. N. BIRD, 

Dothan, Ala. 








19 


CO RT eh tO SG SI TE ty LE 





ee. 


Diedhadivemdthesthastan binteas 


October 21, 1926 


E 


‘ 
I 


< 
= 
ow 
< 
= 
: 


MP, ee Saas 2 of ies tS a red Oe LN ey Re AB se wings Se Lees 
{CPi en Ge PORE, 9 de OSM Ns CE SSE 


‘eg ‘ysings}iig ‘Auedurioy) sulinzdey 
-huvyy Asuury spy SUOIsIAIGG 9310, “UuOI}¥IO1 UI paTTy aq 
[ji#1 Ajddns jo ad1nos yensn inoA ysno1y} usyze} sIsp1oO 
‘Adouv) pue uleyd [][¥19A0 JOOJ-3914} B 10 JayIVIG UOII 
JYSNOIM JIyI9 YIM UOJILD B UT ATTeENprAIpul payoed st usd} 
-UL] YOVY = *apyoviD anbijuy surnuas st 1apuryAd ssvys oy T 
‘IvaM JO JUNOWY Aue pus [IM ADU T “OoNG YA paysiuy 
pue Asuuryspy Aq Jayjyvam Ysulede passado0id sJayIiNy 
‘UOI] OWI BSuljsisoi-jsn1 auinuss aiv sjied [ejow [Ty 
‘AJUO SU19}UL] 3Y2 FO IdIId JYyI 10F 
1a]¥IP IY} 0} PTOS st sUId}UL] YIA\ dJa;dUIOD p1vOg sy T 
‘sdnjd ysnd ym Avyd 
-SIP 1OJ palM st yey ‘Avis poomijligg iyOs ul paystuy 
‘Zl X ,l¢ ‘Joued Ja9usA Yeo jNjInvaq Be UO pajuNOUl 
oiv sjapow inoy ay3 Avjdsip aatssaidul of pur adua 
-UIAUOD IOT "}fVID-[VJIUI JO SUOTJIPRI} YSaq JY} MOT[O}F 


AP Ee a ER 6S, EO ee TR ee ee 
ia SOT eS ND Seb +) ERS 


SS I TER CRRA Ameo 


-UO0A] 
Ysnoiyy 
SUIS, UCT 
SATLOUTLSIP 

Squasaid 


0} pousIsap 218 SNYALNW’] NOU][-LHONOUAA AINNIYOJY & 1 7 | W 











‘yoid jo ursiew Asojovjstyes ATYSry 
B SpjaIA YOIYM ssouIsng JO puUly 9y} Bu1j9eI) 
-}B JO poinsse oq UBD JaTIvJOI JIEMPIEY 3y) 
‘QIBMPIVET UOI]T posio. AsuUTy IP YIM pur 
9S9Y} YITAA “AN 0} 9][Qe 9q [IA WY) 99s OYM 
[TB YOtyM ye [IAI] 9d14d ajqejiyoid pue Mau v 
0} WIOJUOD 0} JING aie ABUT, ‘“drysueurysom 
puv USISIp UI SUIpULsINO J1e ‘QIVMPILFY UOIT 
pasioy AdUUTySPY oy ‘susJojUR] 9ssoy Ty 
‘ywyoid 
Aewl slojvap yorym Aq suvoaw ek saprAoid 
‘SUSISOP [NJIyNvIq INO} 9s9y} JO UOTJaTdWIOD 
94} yum ‘AQUUTY IJ] pure ‘;esJOATUN 9WODAq sey 
SUII}UL] UOJI-JYSNOIM JOJ INBOA BUT, “ssauisngq 
a[qejyyoid pue Mau eB SiJa[vap sIeMpIeY IY) 


JO S1OOP 94} 0} SSULIG AANNIYOJY NIVD [/ © 








October 21, 1926 


WN 
inuat 


| 


——_— 


| 
Ih Y 


(i! 
! 


Al, 
sf { 


, 


( 





a 





Traffic Conges- 
tion May Force 
Stores Out of 
Congested Areas 





Taking a Tip 
from the Chain 
Stores 





Saey 
iia 
- 0 
Sen 
es 
rs 
‘ee 
Ri ing 
ae 
faa 
rot 
ran 
Bi 
ig 
b> 
nes 
ee. 
9 
ae, 
. 
ie 
om 
Ran? 
Ww. 
te 
i 
AS 
me 
< 
< 
We 
bs 
wu 
Py 
hat 
1m} 
Bd 
ey 
cee 
Se 
poy 
= 


PE aks ea 
si Sena aah 


{| 


| 


7 
<0 tivas all 


HARDWARE AGE 21 


IN 
\ 
\ 
| 
Vit 


is 


| 


jin 

| Hh 

Maik 
hy 

pL 

ht 


} 
I 

| 

( 


| 
! 
: 


il 


‘ 
“s 
i 
! 


’ 


\ 
x 


“ey 
\ 
a 


all 
VV 
i 
| 


hs. 4 . 
ji iiss. 
: * 
igi 
‘1 
(| 
iH 
vl 








' 
i 
| 


b aanons congestion and parking regulations in many American cities are pre- 
senting a new and growing problem to retail merchants in those cities. 

Car owners, who formerly drove down town to shop, are, in many cases, finding 
the congestion distasteful. Also they are finding it increasingly difficult to obtain 
a place to park their cars in the down town sections. When they do find an opening 
they are usually up against a very short parking period, which hurries and hampers 
them in their buying, especially if they happen to be several blocks away from the 
store they wish to visit. 

Some hardware merchants have told us in all seriousness, that they have lost 
trade in certain lines due to these very things. They are actually contemplating 
moving out of the congested area with its high rentals and its traffic congestion, to 
locations where there are adequate parking facilities, in order to foster and hold 
the farm trade. 

One such firm declares that trafic congestion and lack of parking space has not 
only cut down his farm trade, but has greatly increased his delivery expense. 
While business in his expensive down town location has increased along the line 
of small items, novelties, etc., there has been a distinct loss in the larger orders of 
high priced merchandise. 

We used to hear a great deal about the automobile taking the small town cus- 
tomers into the cities to trade. The traffic and parking problems will eventually 
stop that trend, especially if the small town merchant is on the job and capitalizes 
his opportunity. 

Meanwhile, what the trend will be in the matter of hardware stores in congested 
districts remains to be seen. 


4 gene of the recent developments in hardware merchandising is the trend toward 
open top display tables, such as are used in many chain stores. On a trip 
through one section of Pennsylvania recently we found a dozen or more hardware 
stores which had been remodeled or rearranged along open display lines during 
the past year. Some had only installed a few tables, others were displaying a 
majority of stocks on tables. 

In all cases the merchants were emphatic in declaring that the method of dis- 
play had increased their sales. They also declared that the tables not only sold 
the small, cheap articles, but also the better grades of merchandise. It was quite 
generally conceded, however, that high grade tools, expensive cutlery and similar 
items were better off under glass. 

The old time hardware man probably would not recognize these remodeled sales 
rooms as having anything in common with hardware. They do not look like the 
old hardware stores, either in arrangement of goods, or number of customers. 
More women visit some of these stores now in a month, than formerly entered 
them in a year—and women are the merchandise buyers of today. 
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Thomas A. Edison 


Instalment Selling Tends to 
Stabilize Production 


By Thomas A. Edison 


Your letter of Aug. 10 was received 
during my absence on an auto trip. My 
opinion on your five questions is given 
in the answers below: 

Has instalment selling gone too far? 

No. 

Do you observe any diminution of in- 
stalment sales as compared with cash 
sales ? 

No. Increasing. 

If instalment selling has gone too 
far, should we look to the banking in- 
terests, or the manufacturers to control 
the situation? 

Do not think either can control it. 

Does instalment selling tend to sta- 
bilize production. 

Yes, decidedly. 

Should the individual, for his own 
good, save before buying, or is it wise 
for him to pledge a part of his income 
for instalment payments? 

Instalment payments are compulsory, 
whereas accumulation by saving is less 
practicable. 


Both Manufacturers and Bankers 


Are Responsible 
By Gen. J. G. Harbord, President, Radio 


Corporation of America 


The subject is so comprehensive that 
I can do no more in the space of a 





Reprinted through the courtesy of the 
Credit Monthly. 
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witer than to give you my general 
views in the matter. 


Has instalment selling gone too far? 


By and large I think not. There 
have been isolated cases of abuse of 
the system, but this need not necessarily 
be taken that the underlying principles 
are wrong in the premises. 

Let me say, hgwever, that notwith- 
standing the obvious advantages of in- 
stalment selling to the public at large, 
I am in favor of paying cash for mer- 
chandise when one’s circumstances per- 
mit. 

Do you observe any diminution of in- 
stalment sales as compared with cash 
sales? 

I can only speak for the radio indus- 
try where instalment selling is not yet 
practiced to the extent that it is in 
other industries. Time payment sales 
are on the increase among radio re- 
tailers and a fair proportion of the 
radio retailer’s business is already con- 
ducted on this basis. However, a good 
portion of radio retail sales are con- 
ducted on a cash basis. 

If instalment selling has gone too 
far, should we look to the banking in- 
terests or the manufacturers to control 
the situation? 

I think it is their joint responsibility. 
I have full confidence, however, in the 
ability of either or both to curb abuse 
or injudicious expansion of time pay- 
ment sales. 

Does instalment selling tend to sta- 
bilize production? 

Undoubtedly so, for it enables a 
great many people to purchase and 
enjoy household necessities under cir- 
cumstances where they would not be 
able to make the purchase, were they 
compelled to pay cash. Thus, instal- 
ment selling enables the manufacturer 
to produce a greater number of units, 
to keep his factory on a more uniform 
production schedule and to lower pro- 
duction costs—all of which benefits the 
public as well as the manufacturer. 

Should the individual, for his own 
good, save before buying, or is it wise 
for him to pledge a part of his instal- 
ment payments? 

I think that he should pursue an in- 
termediate course. No individual should 
mortgage his entire income by instal- 
ment purchases. He should save a part 
of his earnings for future contingen- 
cies. I see no harm in pledging a part 
of one’s income for instalment pur- 
chases, particularly when, in so doing, 
one is enabled to obtain useful articles 
which will eliminate drudgery or 
further mankind’s normal enjoyment 
of life, and thereby make the world 
a better place to live in. 

The fact that this subject is having 
such able consideration on the part of 
the National Association of Credit Men 
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and others interested will, of itself, 
tend to prevent abuse of the system. 


Marked Improvement of Automo- 
bile Instalment Situation 


By B. E. Hutchinson, Vice-President 
and Treasurer, Chrysler Corporation 


Speaking generally, we do not be- 
lieve instalment selling has gone too 
far. Certain instalment selling prac- 
tices, perhaps, deviated from sound 
financial principles, but our observa- 
tion is that these unsound instalment 
selling practices tend to eliminate 
themselves. This, certainly, has been 
the case with instalment selling of 
automobiles. In the automobile indus- 
try local conditions in some parts of 
the country brought about instalment 
terms which provided for too small a 
down payment and extended the time 
during which the unpaid balance ma- 
tured over too long a period. 

The past year has seen a very marked 
improvement in this situation due, in 
large part, to the unsatisfactory ex- 
perience which developed from _ the 
automobile manufacturers’, the auto- 
mobile dealers’ and the finance com- 
panies’ point of view. The automobile 
manufacturer found his market lim- 
ited by the increased delivered price 
to the public of the time payment car; 
the dealer discovered that a secondary 
effect of such unsound financial terms 
was to flood his market with second 
hand cars at ruinous prices, and the 
finance companies discovered that such 
competition in terms failed to mate- 
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rialize a profit or to earn for them the 
continued good will either of the manu- 
facturer or the automobile merchant. 

The control of the principles under 
which automobile financing can be 
soundly conducted does not lie entirely 
with the banking interests or the manu- 
facturers. The interest of the auto- 
mobile dealer in the terms under which 
automobiles can be financed is equal 
to that of either the banker or the 
manufacturer. Broadly speaking, the 
manufacturer and the automobile mer- 
chant are interested in the develop- 
ment of terms which will afford them 
the broadest market, and they, quite 
properly, regard these questions with a 
merchandising bias. Finance compa- 
nies and bankers, on the other hand, 
should regard the questions involved 
principally from a credit standpoint, 
and we believe the best interests of all 
concerned lie in the acceptance of the 
general principles that the time pay- 
ment sale of an automobile as collat- 
eral to a loan, and the terms should, 
in general, provide that the second 
hand value of the car financed should 
be at least equal to the outstanding 
unpaid balance. We believe, in the 
long run, the manufacturer, banker 
and merchant will all come to realize 
that sound financing is for the benefit 
of industry at large. 

Instalment selling has contributed to 
the stabilization of production, although 
its effect in this direction probably has 
not been very great. In general, the 
introduction of instalment selling 
methods in the automobile industry has 
not reduced, to any marked extent, the 
seasonableness of the business. Dur- 
ing periods of prosperity, such as the 
country is currently enjoying, certain 
classes of buyers display a tendency 








Fayette R. Plumb 


HARDWARE AGE 





UNDERWOOD & UNDERWOOD 


G. A. O’Reilly 


to buy for cash, but this, in general, 
is compensated for by a class of buy- 
ers lower in the economic scale step- 
ping in and buying merchandise on the 
time payment basis which, in less pros- 
perous times, they would not purchase 
at all. 

We believe the country has benefited 
socially and economically through the 
introduction of instalment methods of 
financing sales. Substantial benefits to 
the individual, such as automobiles, 
washing machines, victrolas, etc., etc., 
have been acquired on the instalment 
basis. From the lowest to the highest 
in the economic scale, our observation 
is that the incurment of an obligation 
and its subsequent discharge is an in- 
centive to intense and _ continuous 
effort. 

We feel that the scrutiny and dis- 
cussion which the subject of instalment 
buying is currently receiving has been 
a salutary influence, and has largely 
corrected any abuses which a year or 
so ago threatened to be troublesome. 

We are very glad to make this con- 
tribution of our point of view to what- 
ever consideration you may be giving 
to the questions involved. 


Slipshod Credit Methods May 
Develop 


By G. A. OReilly, Vice-President, Irv- 
ing BankColumbia Trust Company, 
New York 


It is impossible to tell how nearly we 
have approached that intangible thing, 
“the point of saturation,” against 
which we have been warned so fre- 
quently but which seems as far off as 
ever. Nearly everyone agrees that 
careful, intelligent instalment buying 
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is good, and similarly careful, intelli- 


gent instalment selling; and, of course, 
everyone condemns carelessness and 


the lack of proper credit scrutiny at), 


all points. 

The only possible dangers I can see 
are: first, that buying may be made 
too easy, and second, that slipshod 
credit methods may develop. These, of 


course, are things which the credit ex-. 


ecutive has seen long ago. 


Fluctuations in Production Will 
Be Increased by Instalment 
Selling 
By Fayette R. Plumb, President, Fayette 
R. Plumb, Inc., Philadelphia 


The pressure for sales at any cost 
has led to the extension of instalment 
selling: into fields where it does not be- 
long. It is a dangerous method for 
increasing sales in the hands of those 
who do not know how to measure the 
credit risks and how to reduce them by 
efficient safeguards. 

Instalment selling may stimulate the 
sales of some particular industry tem- 
porarily and may even do so perma- 
nently when the real benefit to the pur- 
chaser is worth the cost. With a large 
proportion of the industries, however, 


to which it has been applied, it can_ 


have only the temporary stimulating 
effect that easy credit provides and 
must result in an even smaller demand 
after the easy credit market is sat- 


urated or when business conditions | 


make the difficulty of meeting the in- 
stalment payments greater. The prac- 
tice, therefore, will promote greater 
fluctuations in the demand and conse- 
quently in the volume of production. 





(Continued on page 61) 
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The High Cost of Hand-to-Mouth 
Buying 


ARDWARE AGE believes firmly in a 

reasonable adaptation of Requirement 

Buying. We believe that it would be 

business suicide for the hardware 

trade to go back to the policy of buy- 

ing a six months’ supply of goods at a time. 

We do not believe in overdone Hand-to-Mouth 
Buying. 

Requirement buying means the purchasing 
of goods to fill requirements for a reasonable 
time ahead, and to insure a proper turnover. 
But requirement buying does not mean the 
ordering of a twelfth of a dozen today, an- 
other twelfth of a dozen tomorrow, and so on 
through the year. That is Hand-to-Mouth buy- 
ing, and hand-to-mouth buying cannot help but 
add to the costs of manufacture and distribu- 
tion. 

People who live from hand-to-mouth never 
get very far in this life. We do not believe 
that retail merchants and jobbers who buy on 
a strictly hand-to-mouth basis can get very far 
in business. The profit element lies in a rea- 
sonable excess of purchases over merely mo- 
mentary needs. 


Merchant's Function as a Buyer 


A merchant’s function as buyer for his com- 
munity carries with it the responsibility of 
having enough stock on hand to fill legitimate 
orders over a reasonable period of time. Like- 
wise, the jobber’s function embraces something 
more than the mere forwarding of merchants’ 
orders to the manufacturer. 

The jobber’s place in distribution is to col- 
lect the various kinds of merchandise from the 
manufacturers in sufficient quantities to en- 
able him to meet the reasonable requirements 
of his merchant customers, through prompt 
shipments. That is Requirement Buying. 

If the retailer should expect to send the 
jobber only the same size order he gets from 
the customer, he would fail to justify his ex- 
istence as a merchant. The jobber would be 
fully justified in selling the consumer direct. 
Likewise, if the jobber should expect to buy 
from the manufacturer only the same size 
order he gets from the retailer, he would have 
no justification for his place in the chain of 
distribution. The manufacturer would be 
justified in selling direct to the merchant. 

Now, just why do we say that Hand-to- 
Mouth buying will eventually increase the 
‘costs of manufacturing and distributing? 


First—Because manufacturing in this coun- 
try has reached its present state of efficiency 
through quantity, or so-called mass produc- 
tion, which has consistently cut manufacturing 
costs. To go back to small quantity produc- 
tion would inevitably increase present costs. 

Second.— Economy in shipping comes 
through quantity shipments, which take mini- 
mum rates. A steady volume of unreasonably 
small orders is sure to add to transportation 
costs. It also means the employment of addi- 
tional help in the shipping, billing, ordering 
and accounting departments,—and labor costs 
money. 

Third.—Hand-to-mouth buying always re- 
sults in shortages of seasonable goods, when 
the seasons get fairly under way. Shortages 
inevitably entail higher prices and lost sales. 

Remember this: the mail order houses and 
chain stores generally have the merchandise 
when it is wanted. Shortages in the stocks of 
independent stores would give them a chance 
to invade the quality as well as the price 
markets. 

Much of the incentive toward Hand-to- 
Mouth buying is the desire for increased turn- 
over and small inventories. Now we realize 
that adequate turnover and reasonably small 
inventories are absolutely essential to success- 
ful merchandising. However, increased turn- 
over of a few items at the expense of lost cus- 
tomers and lost sales on many items, is mighty 
expensive turnover. 


Sensible Requirement Buying 


Likewise, reasonably small inventories are 
necessary in all branches of the trade—retail- 
ers, jobbers and manufacturers. But—it is no 
more of a burden to carry three reasonably 
size inventories, than it is to have two excep- 
tionally small and perhaps inadequate ones, 
and one exceptionally large one. It is fallacy 
to think that the manufacturers will not pass 
along the extra costs of large inventories and 
heavy financing. 

We are all interested in the ability to furnish 
the consumer his hardware at a lower cost, 
and still retain a fair profit. If, as we believe, 
Hand-to-Mouth buying tends to defeat that 
aim, then Hand-to-Mouth buying should give 
way to sensible Requirement Buying. 

Even the best of things can be carried too 
far. 
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Builders’ Hardware Door by Door 


School House Class Room Doors 
By W.N. Thomas 


EDITOR’S NOTE: This is the eighth instalment of a new series of articles on builders’ hardware appear- 


ing every two weeks in the columns of HARDWARE AGE. 


The author, W. N. Thomas, is an acknowledged expert 


and knows how to tell his story. The next instalment will appear in the November 4 issue. Watch for it and read it. 


' N J HILE many modern school buildings are out- 
standing examples of architectural beauty, still 
they are in the main built with utility upper- 

most in mind. They represent the contribution of the 
members of the present generation toward the in- 
tellectual advancement of the generations that are to 
fill their places and carry their burdens. These con- 
tributions are usually generous, however, it is impor- 
tant that the investment yield the utmost in durability. 
The rising generation is not necessarily wantonly de- 
structive yet generally the youth of school age has not 
acquired any pronounced idea of conservation, and with 
other things with which they have to do the school 
building must be prepared to take, with sturdy re- 
sistance, its share of hard usage. As the hardware— 
locks, knobs, butts and other items comes into active 
use many times every day by every scholar, it should 
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At right (Fig. 1)— 
Mortise knob lock 
without a dead bolt. 
Above (Fig. 2)— 
Automatic grip type 
door stock and 
holder 
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be selected with the thought of simplicity of operation 
and strength to render its service for years to come. 

Different communities entertain different ideas as 
to what is the most desirable way to handle Class 
Room Doors—and, too, as to what is the best hardware 
equipment. 

In New York City, after years of observation and con- 
sideration, it has been established that for them all 
Doors to Class Rooms shall open from the Corridor into 
the Class Rooms. This is the reverse of common prac- 
tice in most other places where such doors as these 
open out. In New York they open in for the same 
reason that they open out other places, that is, to 
guard against the fire hazard. However, the opening 
in of the doors is only part of their fire protection 
scheme. They found that when the doors were opened 
out into the Cirridors they obstructed free passage 
through the Corridors and tended to produce con- 
gestion, so they open them into the rooms. In their 
fire drills it is the teacher’s duty to at once open the 


door against the wall and stand with her back against 
the door until the last pupil has passed out. To assist 
in the working of this plan they endeavor to have the 








Above (Fig. 3)— 

Cast card plate for 

teacher’s name. At 

right (Fig. 4)—Sim- 

ple mortise knob 
latch 








entrance doors always in the corner of the room at the 
left of the teacher’s desk so that the teacher’s drill 
tests in one room serves her just as well in any other 
room, thereby insuring her action in case of fire practi- 
cally automatic. I am told that this plan has worked 
out so well in New York that it has been adopted 
in some other places. Whether it would work out well 
in a smaller place with a less rigidly disciplined teach- 
ing force and fire drill, remains to be demonstrated. 

The lock used in New York Schools on Class Room 
Doors is a mortise knob lock without a “dead bolt’? (1). 
In addition to the regular “latch bolt” there is a 
“guard bolt” which is pushed back into the case when 
the door is closed. This makes it impossible to push 
the “regular latch bolt” back in any way. 

The lock has a split or swivel hub and may be opened 
at all times from the room side by the knob. The out- 
side knob is set stationary, but by locking back the 
guard bolt by the key the outside knob is released and 
becomes operative. These locks are made “‘alike” so one 
key will operate all the locks of this kind in one build- 
ing. Locks of this type may be had with the key above 








At right (Fig. 5)— 
Cylinder dead lock with 
one cylinder outside 
and thumb knob inside. 
Above (Fig. 6)—Rub- 
ber tipped door stop 
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or below the knob as desired. The knobs are special— 
bear the inscription “New York Public Schools.” They 
have swivel spindles. The outside knob is pinned to the 

















































spindle while the inside knob is threaded on. The 
escutcheons are of cast brass in plain square cornered 
design and have high bushings which cover the knob 
set screw making it impossible to take off the knob with- 
out first loosening the escutcheon. 

The doors are 1*%4 in. thick and they use three heavy 
cast iron butts 4'2x4'% in. for each door. These butts 
are polished, then Sheradized or Electro-Galvanized, 
then they are heavily brass plated. For hard, long, 
wear they have found these butts give the maximum of 
satisfaction. | 

A door stop and holder of the automatic grip type 
(2) is provided so that when the door is opened back 
it will remain there until intentionally closed. 

In addition to the above each door is provided with a 
cast card plate (3) to receive a card bearing the 
teacher’s name; and brass numbers are used to indicate 
the number of the room. 

In many other cities where the Class Room Doors 
qpen out into the Corridors they use the same lock 
that New York uses. It works equally well on doors 
opening out as on doors opening in. As this type of 
lock is not reversible the hand of the lock required 
must be given. For doors opening in it will be either 
Right Hand or Left Hand, while for doors opening out 
it will be Right Hand Reverse Bevel or Left Hand Re- 
verse Bevel. 

Everything considered this seems to be the most 
satisfactory type of lock to recommend. 

In some places a simple mortise knob latch (4) {fs 
used but this affords no means of locking the doors 
to prevent entrance when the room is not occupied, and 
most school people want this feature. Certain very 
good School Architects specify a Cylinder Dead Lock 
with one Cylinder outside and a thumb knob inside (5). 
In any event, no lock should be used that can be locked 
so any person in the room cannot get out without a 
key. This is important. Knobs and Escutcheons should 
be Cast Brass og Bronze of plain design. “Wrought” 
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knobs and escutcheons are not strong enough to give 
satisfaction. I would not recommend having a “mono- 
gram” cast on the knobs for small cities as I do not 
think the effect justifies the expense. 

In many places outside of New York they use the 
Cast Iron Butts same as they do in New York while 
in other places steel butts are used, but if the latter are 
used, I think they should have large visible ball- 
bearings. 

You may have noticed that New York does not use 
door Closers on their Class Room Doors while in other 
sections it is quite common to use them. As it is so 
much a matter of the local regulations as how the 
scholars are to be drilled and disciplined the same 
rule will not be satisfactory in every place, however, in 
a general way it is quite proper to recommend the use 
of a good liquid door closer of suitable size to properly 
control the closing of the doors silently. A closer having 
a device for holding the doors open at a certain place 
when desired is found to work very satisfactorily in 
many places. These are made by several manufacturers 
and care should be taken to choose one with the most 
simple device. One city that I know of uses a simple 
pneumatic check (without a spring of any kind) to pre- 
vent the slamming of the doors. When this is used the 
doors must be closed by the hand but they cannot be 
slammed. 

If a grip door stop as shown at (2) does not meet 
the conditions then a rubber tipped door stop (6) 
should be provided to protect the knob and wall. 


Questions: 


1. In your city do the Class Room Doors open in or 
out? 

2. What type of lock do they use in New York? 

3. Would the same type do in your city? 

4, What kind of butts would you recommend? 

5. Would you recommend using Door Closers? 

6. What kind of door stop would you use? 





Minimizing Poor-Location Losses 


like the astuteness in the selection of his store 
location which is shown by the big chains of stores, 
then at least one of the proverbial mill-stones which 
hang around the head of the average retailer would 
have been dropped. 

When the United Cigar Stores Co. goes about the 
selection of a new store location in a community, it 
investigates the situation thoroughly from every pos- 
sible angle. It sends out men who make a specialty 
of estimating the value of and selecting such store 
locations. Said one of these investigators the other 
day: ‘We never go anywhere until we find the place 
in which we know we can do our minimum quota of 
business from the start. Until that chance, we stay 


| the average retail merchant could show anything 


a 


Just to mention one detail: The United Cigar Stores 
Co. puts 70 per cent of the value of a store location 





upon its display windows. A store that rents for $10,- 
000 must have windows that are worth $7,000. The 
whole rest of the store, no matter what its size is only 
worth $3,000. Do you, as a retail merchant, know 
definitely what proportion of your rent your show 
windows must be worth; and do you hold to that 
valuation carefully in the selection of a new location? 

The mere fact that there are today upward of 2000 
United Cigar Stores is not allowed to be any excuse 
for the selection of a poor location for even one of 
them. If just one turns out to be a mistake, it rep- 
resents a loss of one-twentieth of one per cent on the 
total. 

How much more important, then, is it that the aver- 
age retail merchant, with whom the selection of a store 
location represents 100 per cent rather than one- 
twentieth of one per cent danger of loss, should con- 
sider every possible factor when it comes to the selec- 
tion of a new location for his store. 
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Notes of an Itinerant Editor 


In which he describes the Hardware Mecca of America and tells of a trip 
through the Winchester-Simmons plant—Many hardware 
firms exhibit at Greater St. Louis Exposition 


‘< Hotel Statler, St. Louis, Mo. 
~ September 15, 1926. 
T. LOUIS might properly be called the Hardware 
S Mecca of America. Natural advantages of loca- 
tion have made St. Louis a very practical and 
efficient wholesale distribution center for all lines of 
merchandise, but hardware and hardware specialties 
seem to predominate—at least, wherever I looked, I 
saw the branch distributing office of some well known 
hardware factory or noted one of the large hardware 
jobbing houses. 

Shapleigh Hardware Co. has tremendous facilities 
and a very big organization. In the main Shapleigh 
display room I saw a very complete array of holiday 
hardware merchandise including toys, manicure sets, 
silverware, fancy glassware, dolls, smoking stands, 
serving trays, cut glass, leather goods and many more 
lines which will have an active sale in hardware Christ- 
mas selling campaigns. 

President R. W. Shapleigh and vice-president W. G. 
Yantis were very busy having just returned from their 
vacations, but I had a few minutes chat with each and 
was very pleased to hear them compliment the hard- 
ware trade for its activities in the profitable holiday 
lines shown in the display 


Colonel Enders presented me with one of his razors and 
told many stories of his experiences in the Texas 
terpitory. 

Had my first daylight glimpse of the Mississippi 
River Saturday afternoon. Took a short evening sail 
on one of those stern wheelers I often read about in 
Mark Twain’s “Tom Sawyer” and “Huck Finn.” 

Sunday afternoon I drove to Columbia, Mo., stopping 
at the Daniel Boone Tavern, said to be on the site of a 
cabin used by the pioneer whose name graces the 
modern hotel. Delved through some of that slick 
Missouri mud which is most deceptive. It looks soft 
and sticky but that’s only half of it, as it is the most 
slippery surface I ever tackled. Only the famous 
Missouri mules can plow through without discomyort. 
They have that advantage which comes with slow motion 
and stubbornness. 

Monday I worked Columbia, Fulton, Wright City and 
several smaller towns on the way back to St. Louis. 
These towns are all on the Old National Trails which 
will soon be a paved highway through Missouri. The 
slick mud is found only at the gaps between com- 
pleted strips of pavement. 

Tuesday I went out to meet my old friend F. X. 
Becherer, Missouri state 
secretary, one of the most 





room. 

H. W. Geller, president, ° 
Geller, Ward & Hasner 
Hardware Co. is very keen 
on the price service of his 
company. He showed me 
how the correction sheets 
are printed in the firm’s 
own print shop, then made 
up in sets and distributed 
to dealers. Radio busi- 
ness has been very good 
with this company and 
Mr. Geller is quite en- 
thusiastic over its sale 
through hardware chan- 
nels. The day I visited 
Mr. Geller, Mrs. Geller 
had received notice of her 
appointment to the ladies’ 
entertainment committee 
for the coming Atlantic 








: y ~ enthusiastic hardware and 
«/| hardware association men 
I know. His is a busy, 
well-kept store. Through 
his courtesy I had the 
pleasant privelege of par- 
ticipating in the Septem- 
ber meeting of the St. 
Louis Retail Hardware 
Association T he _ St. 
Louis merchants face the 
same problems as dealers 
in other sections and were 
much interested. in my 
tales of eastern associa- 
tion meetings and store 
operation. 

Last night I visited the 
Greater St. Louis Exposi- 
tion which celebrates 150 
years of American Inde- 
pendence and Industrial 














City convention. She will 
again serve this commit- 
tee with Mrs. Llew S. Soule as chairman. 

At the Winchester-Simmons plant Sam Crawford 
showed me new merchandising fixtures and introduced 
me to Col. William Enders and president J. Clark Coit. 
Mr. Coit kindly invited me to see his office which had 
been the office used by the late Colonel E. C. Simmons. 


Progress. It was interest- 
ing and a little different from the state and county fairs 
I had seen. Several hardware firms had booths and 
several of them carried advertisements in the exposi- 
tion program. The hardware trade was also well rep- 
resented on the various committees in charge of the 





(Continued on page 67) 
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Tires and auto accessories are sold by the Krause Hardware Co., Lebanon, Pa., as “over the counter” merchandise. 


October 21, 1926 


The 


picture above shows the strikingly compact display case for accessories in the Krause store 


Complete Auto Accessories Stock 
Holds Community Trade 


Enterprising Hardware Firm in Lebanon, Pa., Has Developed a Profit- 
able Business in Accessories in Tires by Choosing Stock Carefully 
and Catering to Needs of the Motorists 


ENNSYLVANIA’S good roads has made it a 

great State for touring. The William Penn High- 

way, a fine road with scenic attractions galore, 
which runs directly through the center of the State 
passes through one part of Lebanon, Pa., where Geo. 
Krause Hardware Co. has had 93 successful years of 
operation serving the local residents and transients 
with every service and merchandise you would expect 
to find in a good hardware store. 


Growth in Eight Years 


Eight years ago the store started its tire department 
and during the latter part of that year a fairly complete 
stock of general auto accessories was added. These 
lines became a part of the business in a normal way. 
The store was fulfilling its obligation as community 
purchasing agent. The increased use of cars for busi- 
ness and pleasure necessitated a stock of essentials for 
motorists. 

Today the auto accessories will inventory about $2,000 


and will enjoy a three time turn over. The tire stock 
turns over from six to seven times a year and inven- 
tories at approximately $3,000. Every two weeks the 
company orders fifty to seventy-five tires to replenish 
the stock. 

Max Krause tells us that nearly eighty per cent of 
the store’s tire business is in Ford sizes. This size 
also cares for Chevrolet, Star and other smaller cars. 

Much of the tire business was developed through 
direct solicitation of large commercial accounts. 
Lebanon like every other live city has its full quota 
of trucks in use by local factories, merchants and other 
commercial organizations. 


“Over the Counter” Merchandise 


Tires and accessories are sold by Krause as “over the 
counter” merchandise. No installations are made and 
no mechanical services are offered or available. The 
current tire stock is displayed on a conventional tire 
display rack placed in the center of the floor near the 
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‘THESE auto accessories departments all 
depict a complete and modern stock. 
The top picture is the window display of 
Jack’s Hardware at Wilmington, Del. At 
the right is the accessories department in 
the Hennepin Hardware Store, Minneapolis, 
and below is that of the Steinman Hardware 
Co., Lancaster, Pa. 
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front door. The general line of auto accessories will 
be found in the front of the store in a show case on 
the right hand side. 

While the tire and accessories business of George 
Krause Hardware Co. is not large it is profitable. The 
firm considers the investment of space, money and ef- 
fort worth while and Mr. Krause says that accessories 
fit in well with the hardware stock and if chosen care- 
fully and bought with reasonable caution will pay a 
good profit to dealers situated in a good: roads section 
of the country. 

Still another condition which has helped the sale of 
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accessories is that today the automobile is a necessity, 
especially for the farmer, the business man and the doc- 
tor throughout the entire country, so the opportunity 
is as great for the small town dealer as for the mer- 
chant located in the larger centers. 

Automobile accessories are not only profitable but 
are important leaders in the sale of regular hardware 
items. Every hardware merchant who has handled 
auto accessories will vouch that car owners are as a 
rule liberal spenders, and that the greater part of 
them are fond of the out of doors and are consequent- 
ly good prospects for the sale of picnicking supplies. 
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Christopher Columbus 


By Saunders Norvell 


October 21, 1926 





HE afternoon of 
Columbus Day at 31 
Union Square. I look 
out in the park. One can see 
it is a holiday. The sun is 
shining brightly. The 
benches are all occupied by 
the Sons of Rest. The boot- 
blacks have gone home, or to 
some other field of activity. 
The usual noise of the trucks 
and automobiles is stilled. 








* * ca 


I had forgotten all about 
Columbus and Columbys 
Day. No word had been 
passed down the line in our 
organization that it was to be 
a holiday. About noon time, 


ords.”’ 





“Columbus was a psychologist. 
He kept a false record because he 
knew the moron minds of his sail- 
ots. They could not stand the 
truth. Therefore he prepared an- 
other record for them. 
good many people of the same 
kind still in the world. People who 
never like to know the exact truth. 
They cannot stand it and prefer to 
kid themselves along with false rec- 


—Saunders Norvell. 


sign his name on the dotted 
line, so the King lost a great 
opportunity ! 


ae, fa 


Columbus then sought the 
Court of Ferdinand and 
Isabella. He did his best to 
sell them his idea. He failed. 
Then he got on his donkey 
and started away from the 
Court, dejected, unsuccess- 
ful, financially embarrassed 
and discouraged. He had 
not gone many leagues be- 
fore a messenger from the 
Court caught up with him 
and called him back to the 
headquarters of the King of 
Spain. It seems that a cer- 


There are a 








one of our boys came into 

my office to gather papers. 

He stopped and looked at me. I saw there was some- 
thing on his mind. “Don’t you know, Mr. Norvell”’— 
said he—“that this is Columbus Day? Columbus Day 
is in honor of the Knights of Columbus and you have 
a lot of Catholics in this business. They feel sore be- 
cause they weren’t told this is to be a holiday.” “Well, 
well!’”—I replied. “I had forgotten all about the 
Knights of Columbus.” Then I called our General 
Manager and told him to shut up shop in honor of the 
Knights of Columbus! 


% , * 


It is surprising how the news of a holiday travels! 
Soon our offices were all locked and silent; the type- 
writers dumb; the telephone exchange out of business. 
I was left all alone in my office overlooking Union Square 
to meditate and loaf. Solitude surely has its charms, 
but by Jiminy, I must write my weekly letter for “THE 
HARDWARE AGE.” There is no rest for the wicked— 
not even on Columbus Day. So here goes: 


% * * 


I have no Encyclopedia Britannica handy. I can not 
look up days and dates. I therefore must write about 
Christopher Columbus on Columbus Day from memory 
—yjust out of my head. 


*% *% * 


Now, the thing that stands out in my mind as I 
smoke, look out over Union Square and think about 
Columbus, is that Columbus was not only an Italian, 
but he must have had some Scotch blood in his makeup. 
He was certainly persistent. He first went to the Court 
of Portugal. Let’s see, wasn’t it King John? He tried 
to sell him on a direct route to India, sailing straight 
Westward into the setting sun. King John would not 


tain Bishop had talked to the 
Queen and she had agreed to 
pledge her jewels to pay for the three ships, the sailors, 
the supplies and the equipment that Columbus needed. 
All this, I believe, is history and is taught in the school 
books. 


* * * 


The interesting point to which I am painfully work- 
ing is the evidence of the Scotch blood that ran in the 
veins of Christopher Columbus. Columbus just had 
an.idea. His idea was that the world is round and that 
by sailing Westward, he would land in India. Now, 
when he found Ferdinand and Isabella in a receptive 
mood; when he had sold his idea to them, what did he 
do? He had his lawyers carefully draw up an agreement, 
outlining what they would do for him if his trip turned 
out to be a successful one. This agreement, carefully 
worded, section by section, is today in the royal archives 
of Spain. In the contract, Columbus was not any too 
modest. He stated that if he discovered any new coun- 
tries and took possession of them in the name of Spain, 
he himself was to be appointed forthwith and to wit, 
Lord High Admiral and Vice-Regent of all the coun- 
tries he discovered. 

Another paragraph of this curious contract, which 
was worked out between the lawyers of Ferdinand and 
Isabella and the lawyers of Columbus, was that he was 
to receive as his personal share, 10 per cent of all the 
net profit as a result of the adventure. This contract 
was duly signed, sealed and delivered before Columbus 
set sail. 

* % * 


It is a matter of history that Columbus did finally 
discover a new country in the year 1492. He landed on 
Watling’s Island. I myself once, when sailing in the 
Caribbean Sea, anchored off this island. I was im- 
pressed, as I gazed over the side of the yacht, with the 
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' number, size and the ferocity of the sharks that infest 
the waters around this island. I was also impressed 
with the fact that most of the present inhabitants of 
Watling’s Island are coal black negroes. I did not see 
any signs of the first families, the Indians, who in- 
habited the island when Columbus landed there. 

A curious and interesting thing about these negroes 
is in the fact that they do not speak like our Southern 
darkies, but have a pronounced English accent. I have 
been told that when the English were breaking up the 
slave trade; when they captured slave ships, the slaves 
chained in the hold of these ships were frequently taken 
to these East Indian islands and there released. These 
negroes grew up under the English and therefore speak 
like Englishmen, with the broad “A.” When they tele- 
phone, they inquire—“Are you there?” with a rising 


inflection. 
* %& %& 


When Columbus landed on Watling’s Island, he 
dressed himself in his armor and his best Sunday 
clothes. He took the royal standard of Spain. When 
he set foot on the beach, he drove the staff of the 
standard into the sand. He drew his sword and form- 
ally and dramatically took possession of the land in the 
name of King Ferdinand and Isabella. It is too bad 
that the movies had not then been invented. Columbus 
would have made a star performer! Then he turned to 
his secretary and his notary, who were with him, and 
had them formally, in writing, make acknowledgment 
of the day, the date and full particulars of the trans- 
action. All of this was duly inscribed and was entered 
into the records of the expedition. Today these minutes 
of the first landing of Columbus also remain in the 
royal archives of Spain. 

* * *% 


It is interesting to observe what careful and accurate 
records were kept in those days. Every expedition car- 
ried a notary to keep the accounts and to make notes of 
the great events. These records have come down to us 
and by them history is made clear. It is even a matter 
of record that Columbus, when he started Westward, 
kept two logs for his ship. On one of them he entered 
a false record of the number of miles sailed every day. 
This false record did not tell the full distance traveled. 
In another, and private, record that Columbus kept for 
himself, was the exact record of the distance covered 
every day. His object in doing this was to show the 
shorter record to his sailors. If they saw the long 
record, they would have lost their nerve. They would 
have realized how far away they were getting from 


home. 
*% %& % 


So you see, Columbus was a psychologist. He kept his 
false record because he knew the moron minds of his 
sailors. They could not stand the truth. Therefore 
he prepared another record for them. There are a 
good many people of the same kind still in the world. 
They never like to know the exact truth. They can not 
stand it. They prefer to kid themselves along with 


false records. 
¥& * *% 


Columbus prepared his agreement with the King and 
Queen very carefully, but after he made good in dis- 
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covering new countries, they did not live up to their 
end of the contract. Upon his return home from his 


“voyage of adventure, he was treated like one of the 


princes of the royal blood. He sat on the right-hand 
side of the King. He was given fine linen and royal 
raiment. He was acclaimed as one of the greatest 
men of Spain. However, when it came to carrying out 
a few of the small details in his contract, the King and 
Queen renege. He had the contract, all right. He car- 
ried it in his breast pocket, patted his coat and reminded 
the King that he had his signature to the document! 
+ * - 


However, success always creates jealousy. Every 
great man is compelled to face this, one of the meanest 
passions of human nature. Counter charges were 
brought against Columbus. He was accused of exceed- 
ing his authority, of trespassing upon the prerogatives 
of royalty. Instead of receiving his 10 per cent of the 
net profits, he was finally thrown into chains in a prison 
at Valladolid, where he died. 


* *% * 


Columbus, as I have written before, was one of the 
greatest salesmen of all the ages. However, his experi- 
ence in getting a time-contract with nice commissions 
to be paid upon his results, was very similar to that 
of other salesmen in modern times. It is one thing 
to write out a contract. It is one thing to get the 
contract signed, but then, after a while, when, in the 
fullness of time a salesman has sold the goods and 
comes and asks for his commission, it is another thing 
to get the cash! There are various and sundry deduc- 
tions. There are counter charges. There are differ- 
ences. It is a dangerous thing for any salesman to be 
too successful, just as one of the worst mistakes that 
Columbus made was to discover a new world!! 

* * % 


But time passes. Ferdinand and Isabella lie buried 
in the Cathedral at Granada. The guide with the candle 
in his hand takes you down some dark, damp, slippery 
stone steps. Then the guide pushes the candle through 
a barred grating, and in the dim light, in the darkness, 
you see two stone ooffins. Here in this gloomy place 
rest Ferdinand and Isabella. 

* * * 

On the other hand, in a Cathedral in Seville, there is 
one of the most magnificent monuments that has ever 
been erected to the memory of man. There are four 
figures of kings of Spain carrying a bier on their 
shoulders. This sarcophagus is supported by spears 
over the shoulders of the kings. The figures represent 
kings of the four original Provinces of Spain—Castile, 
Aragon, Leon and Navarre. Columbus is not buried in 
the ground or in a niche. His coffin is suspended in the 
air, supported upon the shoulders of four sovereigns. 

% % *& 


Recently at a banquet, when Christopher Columbus 
was discussed, I asked if there was any one of those 
present who could tell me where Christopher Columbus 
was buried. Not a soul at this banquet knew. Some 
said Cuba. Others said San Domingo. Others replied 
somewhere in Spain. Nobody knew. 





(Continued on page 63) 
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ave You Hear 
This One 
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“Young man, when I started life I 


had to walk.” 


“You were lucky—I had to be car- 


ried.” 





Teacher (to tardy student)—“Why 
are you so late?” 

Bobby—“Well, a sign down here—’ 

Teacher—“‘Well, what has a sign got 
to do with it?” 

Bobby—The 


ahead, go slow.” 


’ 


sign said: “School 


Mother (entering room)—“Why, 
Mabel, get right down from that young 
man’s knee.” 

Mabel—“No, I got here first.” 

—Pitt. Panther. 


Valet—“What shall I do with this 
old clothing, sir?” 
Philanthropist—“Give it to the Near 
East Relief.” 
Valet—“And 
magazines?” 
Philanthropist—“The 
my.” 
Valet—“And shall I 
these old pen points?” 
Philanthropist—‘No, no. Give 
to the Postoffice Department.” 


these old books and 


Ar- 


Salvation 
throw away 


’em 


Pat was looking for a job. The boss 
asked him what he could do. 
Pat said—“I can do almost 
thing.” 
“Can you wheel a barrel of smoke?” 
“Yes,” said Pat. “I'll wheel it if 
you fill it for me.” 


any- 


“Is that your car?” bellowed the 
traffic cop. 

“Well, officer, since you ask me, con- 
sidering the fact that I still have fifty 
payments to make, owe three repair 
bills and haven’t settled for the new 


tires, I really don’t think it is.” 


“How many ribs have you, Johnny?” 
asked the teacher. 
“T don’t know, ma’am. I’m so awful 
ticklish I never could count ’em.” 
—Buffalo Bison. 


Druggist (to worried clothing mer- 
chant)—‘“Something to _ kill moths, 
sir? Why don’t you try moth balls?” 

Merchant—‘“I did, but I didn’t have 
any luck. I can’t throw straight 
enough.” 


First Irate Gentleman—“Be careful, 
sir; I know myself.” 

Second Irate Gentleman—‘“Well, sir, 
I am unable to felicitate you on your 
acquaintance.”—Le Rire, Paris. 


“What makes you think he is con- 
ceited?” 

“He had a birthday last week and 
he sent a telegram to congratulate his 
mother.” 





Hobbes—“‘When it was time to go 
I found that I hadn’t a single, decent 
necktie.” 

His Wife—“Well, 
wear?” 

Hobbes—“One of those loud socks 
you gave me for my birthday—nobody 
knew the difference.”—Detroit News. 


what did you 


Farmer Jones—‘There’s one satis- 
faction in havin’ summer boarders.” 

Farmer Green—“‘What, for heaven’s 
sake?” 


Farmer Jones—“Our high-toned city 
relatives refuse to visit us any more 
now.” 


Judge—“This lady says you tried to 
approach her at the station.” 


Stude—“It was a mistake, sir. I 
was looking for my room-mate’s date, 
whom I had never seen before, but 
who had been described to me as a 
very beautiful girl, with classic fea- 
tures, fine complexion, perfect figure, 
beautifully dressed—” 

Witness—“I don’t care to prosecute 
the case, sir. We might all make mis- 
takes.” 


Country Cousin (after prolonged in- 
spection of building operations—‘“I 
don’t see any sense of putting statues 
on top of your buildings.” 

City Cousin — “Statues? Those 
aren’t statues. They’re bricklayers.” 


Willie—“Hello; why are you stand- 
in’ here in front of the office you got 
fired from last week? Waitin’ to get 
taken back?” 


Jimmie—“Not much; I just wanted 
to see if they were still in business.” 
—Kansas City Star. 


Hayseed—“I’d like to see Mr. Astor- 
bilt.”’ 

Butler—‘“Sorry, sir, he isn’t in.” 

Hayseed—“Are you his old man?” 

Butler—“No, I am a butler.” 

Hayseed—“Glad to meetcha. Any 
kin to the Butler’s down at Elm cen- 
ter?” 
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Making a Go 
of Radio 


Some practical worthwhile sugges- 
tions for stimulating 


radio sales 


é<¢ UR radio stock is valued at $5,000 and is 
turned eight times yearly.” 

This statement, made by William Carduner, 
under whose capable management the Jones Hard- 
ware Corp., of New York City, has developed a very 
satisfactory radio business, is illustrative of what 
may be accomplished in a Metropolitan center under 
severe competitive conditions. 

As a matter of fact, a turn of eight times yearly 
is not unusual in a Metropolitan locality, where com- 
petition is keen and overhead must be kept down. In 
a rural or outlying section, where the number of 
stores, handling radio is less, a turn of 4 or 5 times 
yearly is generally considered excellent, although that 
achieved by the Jones Corporation is frequently 
attained. 


Insurance Against Radio Price Declines 


ADIO merchandising today is more stabilized than 

at any time in its history, but cut prices, in some 

localities, are still a serious problem. The experience 

of Mr. Carduner, situated in New York City, where 

competition is perhaps keener than elsewhere, should 
prove of value. 

Mr. Carduner tells us: “The best insurance against 
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Through the methods 
outlined wn this article, 
the Jones Hardware 
Corp. of New York 
City turns a $5,000 ra- 
dio stock eight ttmes 
yearly 
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price declines lies in the handling of standardized, 
nationally known products of reputable manufacture. 

“When you carry a line of reputable manufacture,” 
says Mr. Carduner, “you are protecting yourself against 
the price wars which, in the Metropolitan areas, have 
been the curse of the radio business. Many a dealer 
is unable to meet the devastating slashes of a competi- 
tor who has found himself saddled with the products of 
a manufacturer who was making unwarranted changes 
in his line or going out of business altogether, because 
his own business is on a price rather than a quality 
basis.” 


One Line for Radio Profits 


F@NHIS advice from Mr. Carduner is also good: 
| “Concentrate on one line for radio profits. Com- 
petition from outside sources is bad enough, Heaven 
knows, WITHOUT HAVING IT IN YOUR OWN 
STORE. The only way to have assurance that your 
prices will be maintained is to handle a well known, 
reputable line of standard products. Success in any 
business is largely the result of concentration, and it is 
difficult, sometimes impossible, to properly concentrate 
on more than one line, without dangerously injuring 
or crippling the business secured. If you can succeed 
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in eliminating competing items your whole merchandis- 
ing problem is simplified.” 


Parts or Completed Sets? 
ii ty what extent has the market for radio parts 


declined? 

“Is it desirable for a hardware retailer handling radio 
to concentrate exclusively on completed sets and acces- 
sories to the exclusion of ‘parts’?” 

These questions are asked with increasing frequency. 
A survey of the hardware and radio stores in any large 
city will supply the answer in part. The greater num- 
ber will be found to handle radio receivers and acces- 
sories exclusively. The business in parts will be found 
to have gravitated to one or two stores, which are, 
however, doing an excellent business. Statistics com- 
piled from various sources indicate that: 


75 per cent of all Radio Sales are For Completed 
Receivers and Accessories 25 per cent of all Radio 
Sales are For Parts. 


Further, a recent survey undertaken by a newspaper 
in Milwaukee has disclosed the fact that two out of 
every seven receivers in that city are home made, or, 
more properly, home assembled from parts. 

The buyers of radio parts today are mainly young 
men and boys recruited from the ranks of the grammar 
and high schools—who find in radio an outlet for their 
constructive instincts. The fact that they are finding it 
increasingly difficult to buy parts except at one or two 
stores in their town indicates that the average hard- 
ware and radio dealer believes that the profits to be 
derived from parts are not sufficient to offstand the 
money and effort necessary to put them across. 

On the other hand, the hardware dealers handling 
parts have found that because of this attitude on the 
part of brother merchants, they are able to do an 
excellent business. They have also found that the sale 
of parts creates prestige and good will, which react 
favorably on sales in other departments. 


Make Service Pay Its Way 


HEN inefficiently handled, Service may be 

compared to a salesman who completes a sale 

and then pilfers the profit on that particular 
transaction. 

Efficiently handled, Service may be 
made to show an actual profit. 

It is generally conceded that 90 
per cent of all Servicing problems 
are due to battery trouble. 

Again we find the experience of 
the Jones Hardware Corp. of value 
in solving this problem. 

“It is generally conceded,” states 
Mr. Carduner, “that 90 per cent of 
all Servicing problems are due to 
exhausted “A” and “BR” batteries. 
These can be eliminated by the 
simple expedient of selling the set 
owner a volt meter and hydrometer 
on your first Servicing visit. We 
have cut down our Servicing cost 
by using the telephone. We have a 


SET OWNERS 
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60 Z ARE SATISFIED with PRESENT SETS 


75% of all radio sales are on 
completed sets and accessories. 
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competent man in charge of our Servicing Department, 
and it is no exaggeration to say that he can settle 
90 per cent of the Servicing problems over the phone. 
When a call is necessary, we instruct our men to use 
their eyes and try to sell the set owner some radio 
accessory or some article of hardware. In this way 
we make Servicing Pay Its Way.” 


Solving the Trade-In Problem 


[ would probably be no exaggeration to say approxi- 
| mately one out of every four radio sale prospects, 
possess a receiver that he would like to turn in as part 
payment on a new radio receiver. 

Obviously, where Radio Trade-ins can be side-stepped 
they most emphatically should be avoided. 

The acceptance of trade-ins may, in some cases, be 
the difference between doing a successful Radio Busi- 
ness and a poor one. Where trade-ins cannot be avoided, 
there arises the problem of determining what allowance 
should be made for these frequently obsolete models. 

The experience of Mr. Carduner, of the Jones Hard- 
ware Corp., may again serve as a guide in this im- 
portant matter: 

“In accepting trade-ins,” says Mr. Carduner, “the 
important thing is to avoid deferring profits. I mean 
that your profit must come from the first sale and not 
from the re-sale of the trade-in. Many of these obsolete 
models are never sold—we personally do not push them 
but keep them out of sight as much as possible. When 
one is sold, well and good, it means a double profit on 
first transaction. To handle this problem any other 
way is in my opinion unsound.” 

To base an allowance on the probable resale value of a 
receiver is virtually to enter the second-hand radio 
business. On this basis the dealer must push his trade- 
ins, because their sale represents his deferred profits 
on the first transaction. This should be avoided. 


Make Use of Your Dealers’ Helps 


HE maker of an article knows more about his 

product, the features that distinguish it from 
others on the market, its virtues, its special uses, etc., 
than the dealer does. He spends thousands of dollars 
yearly in expensive advertising and publicity because 
he is convinced Dealers’ Helps defi- 
nitely help the dealer to sell his prod- 
uct. 

He is interested in the Dealer’s 
Success because the Dealer’s Success 
is his Success. 

In the preparation of his Dealers’ 
Helps he has employed the services 
of highly paid experts who have 
given a great deal of thought and 
effort to getting the right message 
across in the right way. 

The dealer pays for these helps 
whether he makes use of them or 
not. It is as intelligent to let them 
stand idle without a definite reason 
as it is to permit a salesman to 
stand idle. 
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Taking the Backache Out of Wash Day 
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This fleet of cars is em- 
ployed in demonstrating 
washing machines in the 
homes of prospects. A 
territory, having a popu- 
lation of ‘70,000 is con- 
scientiously combed _ for 
prospects. As a_ result 
sales have increased sub- 
stantially 
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ae OOD morning, Mrs. Jones, we represent the 
Bryan Hardware Company of Westfield and 
would like to demonstrate one of our wash- 
ing machines in your home under actual working con- 
ditions——”’ ; 

“Why—l’m really much too busy this morning— 
besides, I’m not interested in buying a washing ma- 
chine at present——”’ 

But the energetic demonstrator salesmen of the 
Bryan Hardware Company, who spend their time ex- 
clusively in demonstrating washing machines in the 
homes of prospects, are 
not discouraged. 

They are not selling 
so much metal and ma- 
chinery. 

They are selling 
HEALTH, HAPPINESS 
AND FREEDOM FROM 
LONG HOURS OF 
DRUDGERY! 

They politely inform 
Mrs. Jones of this fact 
and the front door, in- 
stead of peremptorily 
banging shut remains 
tentatively open. Mrs. 
Jones is prepared to lis- 
ten, despite her settled 
conviction that however 
desirable the possession 
of a washing machine 
may be, certain financial 
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Concentrated displays are believed by the Bryan Hardware 






















The second story win- 
dow displays of the 
Bryan Hardware Co., 
Westfield, Mass., have 
sold much additional 
hardware for the com- 
pany. The items dis- 
played are plainly visi- 
ble to pedestrians on 
tes the opposite side of the 
streets 
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ever owning one, however much she may want it. 

Inwardly she agrees with what the salesmen are 
saying. She knows that with each passing year and 
each addition to her family, her aversion to Wash Day 
has increased. She dreads it for its leaves her too 
tired and disgusted to enjoy her infrequent moments 
of leisure. 

When a sales prospect is approached on this ground 
the salesman is at least sure of a sympathetic audi- 
ence. For what woman in moderate circumstances 
fails to rebel against the multitudinous tasks that 
frequently make her life 
a burden instead of a 
joy. 

It is quickly made 
clear to Mrs. Jones that 
a demonstration in her 
own home will not entail 
any obligation to buy. 
The salesmen are em- 
ployed by the Bryan 
Hardware Company to 
drive from house to 
house and give home 
demonstrations—it’s part 
of their day’s work. If 
Mrs. Jones, after wit- 
nessing the performance 
of their machine, decides 
to buy—well and good! 
If she does not—well and 
good, also. They are 
glad of the opportunity 


considerations preclude Co., Westfield, Mass., to be more effective than those in which to have met and talked 


the possibility of her 


a number of unrelated items are shown. 


with her and hope that 
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she will remember the name—Bryan—whenever she 
needs hardware or housefurnishings. As it happens, 
it is Monday—Wash Day—if Mrs. Jones will permit 
them to make a demonstration now, the guarantee it 
will not hold back her work—but will advance it 
materially. 

Mrs. Jones, with four hours’ of backbreaking work 
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These invariably draw large crowds and result in the 
selling of many washing machines that otherwise 
would remain unsold. 

Some of the other methods employed by the com- 
pany are briefly summarized in connection with this 
article. Read them over. Each is worthy of much 
more space than we are able to give it here. 


ahead of her, is curious. 
She was at the tub when 
the bell rang. If they in- 
sist—why— come in, but 
they should know in ad- 
vance that she is not par- 
ticularly interested in buy- 
ing a machine. 

The demonstration is 
made. Mrs. Jones is im- 
pressed. She shows it in 
her eager interest and in 
her questions. The sales- 
men are adepts. They 
avoid all descriptions of a 
technical nature. They 
are not selling an elec- 
trical contrivance—THEY 
ARE SELLING ITS USES. 

They tell how easy it is 
to secure freedom from 
the horrors of Wash Day. 
It is preferable to buy on 
a cash basis—but, if Mrs. 
Jones prefers, as many 
women do, to get her ma 
chine on the company’s 
Time Plan—it can be man- 
aged very easily. 

Mrs. Jones states her 
preference — AND AN- 
OTHER SALE IS MADE 

Home demonstrations 
are but one of the Bryan 
Hardware Company’s 
methods of stimulating 
washing machine sales. 
The extent of the com- 
pany’s activities in this 
direction is evidenced by 
the fact that a fleet of 
three automobiles, each 
capable of carrying two 
washing machines and two 
men, is employed. Not 
only is Westfield covered 
by these itinerant sales- 








Here are some of the 
methods that have re- 
sulted in substantially 


increasing 


electric 


washing machine sales 
for the Bryan Hard- 
ware Company. 


6. 


The holding of demonstrations in nearby 
towns. Five or six times yearly small 
display rooms are rented for this purpose. 
For several days in advance of the dem- 
onstrations, which are held on Saturdays, 
householders are circularized in order to 
stimulate interest and insure good at- 


tendance. 
- - * 


Washing machines are demonstrated in 
the homes of prospective customers. For 
this purpose a fleet of three demonstra- 
tion cars, each capable of carrying two 
machines and two men, is employed. A 
territory, having a population of 70,000 
persons, is conscientiously combed for 
sales prospects. 
+ * * 


Direct by mail and local newspaper ad- 
vertising is used regularly. A mailing 
list, compiled from the telephone book 
and the columns of the local newspaper, 
is religiously kept up to date. 


* * * 


Use is made of the various Dealers’ Helps 
supplied by the makers of the washing 
machines. These are used in window dis- 
plays, and the smaller pieces are mailed 
in monthly statements or in connection 
with direct by mail circularizing. 

* a * 


Exhibits at the various local agricultural 
home owners’, and other expositions are 
also held, and have proved a potent 
means of stimulating sales and building 


profits. 
» - od 


Salesbuilding window displays of the type 
illustrated in connection with this article 
are also employed and these are changed 
frequently to prevent sagging interest. 




















The Bryan Hardware 
Company, of Westfield, 
Mass., which has all the 
push and energy of a 
youngster, is more than 
100 years old. Until it 
came into the hands of its 
present owners, however, 
it had never been con- 
spiciously successful—as 
stores go. Then things 
began to hum and have 
been humming ever since. 

Two years ago, appre- 
ciating the vital im- 
portance of proper facili- 
ties for display, C. E. 
Shepard, president of the 
company, commissioned 
the J. D. Warren Mfg. 
Co., Chicago, to change 
things around inside the 
store and install modern 
display fixtures. When 
this was done, SALES 
JUMPED MORE THAN 
10 PER CENT, despite 
the fact that the Bryan 
Company insists that it is 
on the wrong side of the 
street. 

Today, Mr. Shepard de- 
scribes his store as “A 
100-Y EA R-OLD BUSI- 
NESS IN ITS INFANCY 
—AND RARIN’ TO GO!” 

By means of swinging 
panels, a sample of every 
tool in stock is on display. 
Here they are readily 
accessible to close inspec- 
tion, and the entire line 
may be viewed without the 
necessity of the salesman 
removing and replacing the 
different models on the 
shelves. 


men, but also nearby towns, altogether comprising a 
population of 70,000 persons. 

Fifty per cent of the homes represented by these 
70,000 persons is estimated by the company to be 
without washing machines. 

Special demonstrations of a different kind are also 
held in nearby towns. Five or six times yearly small 
display rooms are rented for this purpose. For sev- 
eral days in advance of the demonstrations, which are 
usually held on Saturdays, householders are circu- 
larized in order to insure interest and attendance. 


Not only did the new fixtures provide ample space 
for the stock but about 20 per cent more stock has been 
added and still the store does not look as crowded or 
cluttered as it did before the change. 

The biggest proof of the advantage of modern store 
fixtures and the resulting merchandise display, how- 
ever, is the fact that Mr. Shepard’s sales have in- 
creased approximately 10 per cent in spite of growing 
competition from other stores. 

Today Mr. Shepard describes his store as “A 100- 
year-old business in its infancy—and rarin’ to go!” 
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Brooklyn Retail Ass’n 
Hears Atkinson and 
A. Rosenberg 


Thirty Members Present at Octo- 
ber Meeting of Association 
—Interesting Meeting 
of Members 


About thirty members of the Brook- 
lyn Hardware Association attended the 
regular monthly meeting of that or- 
ganization held at the Johnston Bldg., 
Brooklyn, N. Y., Thursday, Oct. 14. 
President Henry Voigt was in the 
chair. Secretary Robert Pearsall read 
the minutes of the previous meeting 
and reported on all communications 
received. Past President Henry Rohlfs 
reported on the recent meeting of the 
Metropolitan Hardware Association 
and said it was one of the most inter- 
esting and worth while meetings held 
by that group in some time. Past Pres- 
ident Edward F. Daily agreed with 
him. 

Alfred Rosenberg, Rockville, Conn., 
hardware dealer and president of the 
Connecticut Hardware Association, was 
the guest of the association. He spoke 
briefly on some of his own experiences 
and stressed the value of proper display 
and good advertising. He commented 
on the advantages of the independent 
merchant over the chain store man- 
ager. He told the Brooklyn members of 
the recent Nutmegger meeting and pre- 
convention party held by this organiza- 
tion in honor of the organization which 
Mr. Rosenberg heads. 

R. J. Atkinson, vice-president of the 
National Retail Hardware Association, 
told of the recent national secretaries 
conference at Indianapolis and then 
conducted the question box discussions 
in the absence of H. A. Cornell, presi- 
dent of the Metropolitan Hardware As- 
sociation. 

At the suggestion of Mr. Atkinson, 
H. P. Brown told of the newly formed 
Brooklyn Hardware Club, of which he 
is an active member. Mr. Brown said 
this new organization planned to work 
intensively for earlier closing and 
shorter hours for hardware stores. 

Charles J. Heale, of HARDWARE AGE, 
told of a few experiences met on his 
recent four-thousand-mile trip inves- 
tigating hardware merchandising in 
the West and South. He commented 
on the more general and successful use 
of open display tables and told of some 
humorous slants picked up on the trip. 
He promised to tell more of the trip 
at a later meeting. 





Saunders Norvell to Talk on 
Subject of Timely Interest 


Much interest is being taken by hard- 
ware men in an address to be made by 
Saunders Norvell in Flushing, L. L, 
Friday evening, Oct. 22. Edwin P. 
Beebe, assistant treasurer of HARDWARE 
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Alfred Rosenberg, president of the 
Connecticut Hardware Association, who 
was a guest at last week’s meetings of 
the Nutmeggers and the Brooklyn 

Hardware Association 











AGE and vice-president of the Lay- 
men’s Publicity League in Flushing, 
i.as sent out invitations to the retailers 
along the north shore, from Long Island 
City, Flushing, Jamaica, as far as Port 
Washington, inviting hardware dealers, 
their wives and selling staff to hear 
Mr. Norvell. He speaks at the M. E. 
Church, Amity Street near Main, at 
8.15. A dinner will be tendered Mr. 
Norvell by the Civic Association at 
6.45. Any hardware dealer wishing to 
attend, may do so by communicating 
with Mr. Beebe. 

Mr. Norvell’s topic is “Economics of 
the Golden Rule. Does It Pay?” a 
subject of timely interest to every 
hardware dealer in his business, in his 
home and his relations with the world 
in general. No admission fee will be 
charged and no cards of admission are 
necessary. The church can be reached 
by Long Island Railroad. Get off at 
the Main Street station, walk one block 
north to Amity Street. There will be 
plenty of room for parking. Arrange- 
ments have been made with the police 
department to handle traffic during the 
evening. 

This is the second time Mr. Norvell 
has spoken in Flushing this year. He 
talked on “Making a Profit” before the 
Murray Hill Broadway Club last March, 
which was reprinted in HARDWARE AGE. 
He comes to Flushing in response to a 
general request to hear him. 





Norton Company 
Issues Statement 


W. B. Dodge, president of the Norton 
Door Closer Company, Chicago, has 
just issued a statement to the hard- 
ware trade in which he emphatically 
denies the rumors that his company 
would discontinue business. As a mat- 
ter of fact, Mr. Dodge states, the com- 
pany is planning extensive additions in 
equipment and is in a better position 
than ever before, both physically and 
financially, to handle its rapidly ex- 
panding business. 
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Alfred Rosenberg Talks 
at October Meeting 
of the Nutmeggers 


President of Connecticut Associa- 
tion Outlines Five Essentials for 
Business Success — Compli- 
ments the Nutmeggers 


Alfred Rosenberg, Rockville, Conn., 
hardware merchant and president of 
the Connecticut Hardware Association, 
was the guest and principal speaker at 
the regular monthly meeting of the 
Nutmeggers at the Hotel Burritt, New 
Britain, Conn., Wednesday, Oct. 13, 
President Leon Schwartz, Patterson- 
Sargent Co., presided, with vice-presi- 
dent Linford C. White, Standard Tool 
Co., and Secretary W. L. Bennett doing 
their jobs at regular posts. 

Mr. Rosenberg, who is widely known 
as a progressive merchant and a great 
friend. of the traveling salesmen, com- 
plimented the Nutmeggers on the 1926 
convention party held the night before 
the Connecticut annual convention, and 
said he hoped that a similar affair was 
planned for the 1927 convention. He 
offered his personal help and pledged 
the assistance of other officers and 
members of the dealer organization, 
saying that the Connecticut Hardware 
Association appreciated the help and 
interest of the Nutmeggers. The speak- 
er gave as five essentials for business 
success: enthusiasm, personality, a 
smile, adequate stocks for local needs, 
and consistent and intelligent adver- 
tising. Mr. Rosenberg said he makes 
it a practice to see all salesmen who call 
and says he finds this time and effort 
well invested as he always learns some- 
thing from the man on the road. 

He told of many experiences in the 
retail business and urged salesmen to 
give all possible help and selling sug- 
gestions to dealers. 


Preconvention Party Planned 


Stanton Jennings, of Good Hard- 
ware, gave an instructive talk on hard- 
ware trade paper advertising and its 
relation to the selling efforts of the in- 
dividual salesmen. He urged salesmen 
to take more interest in their com- 
panies’ advertising and to contribute 
ideas for the use of the advertising 
department. 

President Leon Schwartz announced 
that there would be another convention 
party in 1927 and left the details of 
printing the program to Nutmegger 
Charles J. Heale, of HARDWARE AGE, 
who is chairman of the publicity com- 
mittee. The chair also anounced that 
Nutmegger E. D. Jamison, Eagle- 
Picher Lead Co., would be the member 
speaker at the Nov. 10 meeting. Mr. 
Jamison’s talk includes a very fine edu- 
cational motion picture film called 


“Pigs of Lead.” 
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Capitol District 
Hardware Club 
Is Organized 


E. A. Mahoney Elected President, 
George Ely, Secretary, of New 
Association at Schenectady, 

N. Y. 


An organization of 81 capitol dis- 
trict hardware dealers was formed the 
other night at a dinner held in the 
Van Curler Hotel, Schenectady, N. Y. 
E. A. Mahoney, Schenectady, was 
elected president and George Ely, the 
G. V. and F. W. Cameron Co., Albany, 
was chosen as secretary. The new or- 
ganization is to be known as The Cap- 
itol District Hardware Club. 

Mr. Mahoney was toastmaster at the 
dinner. Henry Funk, of the Albany 
Hardware and Iron Company, spon- 
sored a cooperative campaign for the 
betterment of the hardware retailers 
which was adopted by the organiza- 
tion. The campaign includes advertis- 
ing the slogan, “Buy it at Your Hard- 
ware Store” in the interests of all 
dealers. It was pointed out that 
through lack of advertising, business 
which rightly belongs to the hardware 
dealers is going into other channels. 

Mr. Funk told the dealers the jobber 
was never more necessary than at 
present in the hardware business. He 
pointed out the assistance and service 
which the jobber rendered the dealer. 

George Allen, president of the New 
York State Retail Hardware Associa- 
tion, and John B. Foley, secretary of 
the State organization, also spoke. 





Edgar Higgins Establishes 
Investment Counsel Office 


Edgar Higgins, for many years con- 
nected with the hardware trade, has 
opened an office at 120 Broadway, New 
York City, as investment counsel. Mr. 
Higgins started his business career as 
a clerk for the former Simmons Hard- 
ware Company, St. Louis, and after 
serving his apprenticeship, entered the 
employ of Landers, Frary & Clark, 
New Britain, Conn., for whom he trav- 
eled many years in Texas and other 
Southwestern states. 

Just prior to the war, Mr. Higgins 
severed his connection with the hard- 
ware business, and became connected 
with the Equitable Trust Company, 
New York. When the United States 
entered the war, Mr. Higgins was re- 
leased by the Equitable Trust Com- 
pany to serve as secretary of the 
Hardware, Metals & Allied Trades Sec- 
tion of the New York Liberty Loan 
Committee, of which William A. 
Graham of John H. Graham & Com- 
pany, was chairman. The work of 
this committee, in the interest of the 
second Liberty Loan, enabled it to lead 
all other trades in Greater New York, 
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George Allen 


with a _ total subscription list of 
$42,218,250. In all the other Liberty 
Loan campaigns Mr. Higgins was 
actively associated with the hardware 
trade. 

Following this service, he was se- 
lected by Acting Quartermaster Gen- 
eral George W. Goethals, to make a 
survey of all hardware purchases of 
the United States Government for war 
purposes. 

Since that time Mr. Higgins has been 
actively engaged in the investment 
banking business. He was vice-presi- 
dent of Peabody, Houghteling & Com- 
pany, and later was assistant to the 
president of the Guardian Trust Com- 
pany, Detroit, among whose directors 
are Edsel Ford, president of the Ford 
Motor Company, and other prominent 
Detroit manufacturers. He made a 
trip for them to England and Scot- 
land to investigate investment trusts. 
He resigned from this position and is 
now consultant to investment trusts, 
having organized three, and is also 
investment counsel to banks and in- 
surance companies. 





E. H. Cheney Now Sales Mgr. 
Wagner Electric Corporation 


Edward H. Cheney has been ap- 
pointed sales manager gr the Wag- 
ner Electric Corp., St. Louis, succeed- 
ing Thomas T. Richards, who resigned 
on Oct. 1. Mr. Cheney has been with 
the Wagner organization since 1905, 
when he was chosen as Chicago office 
manager. In 1909 he was promoted 
to Chicago district manager, in which 
position he served up to his appoint- 
ment as sales manager on Oct. 1. 





Buffalo Dealer Expanding 


M. B. Brooks of 46 North Division 
Street, Buffalo, N. Y., is expanding his 
store to keep pace with the rapid de- 
velopment of his wholesale and retail 
paint and varnish supply business. He 
has taken over the store adjacent to 
his present location, thereby doubling 
his floor and display space. In the 
combined two stores Mr. Brooks plans 
to make the new store one of the larg- 
est and most attractive in the city. 
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Ohio Hardware Jobber 
Moves Into Modern 
Four-Story Building 


Stollberg Hardware & Paint Co. 
Toledo, Now Occupying New 
Four-Story Building on 
Monroe Street 


A special feature of the new four- 
story building of the Stollberg Hard- 
ware & Paint Co., jobber of hardware, 
tools and cutlery, 720-24 Monroe 
Street, Toledo, Ohio, is the incorpora- 
tion of the day-light store idea. 

The firm is now located in its new 
building providing practically double 
the floor space formerly occupied at 
the old location, 416-20 Huron Street. 
Formal opening of the new store build- 
ing was observed on Saturday, Oct. 16. 

Another feature of the new store is 
the complete mounted display room, 
equipped throughout by the Duluth 
Show Case Co., Duluth, Minn. Each 
item shown in the company’s new cata- 
log is mounted for display purposes 
in the display room for the convenience 
of Stollberg’s wholesale customers. 

The new Stollberg store building is 
a credit to this enterprising jobber, who 
has been in the business in Toledo for 
many years past. 





National Mfg. Company Issues 
Builders’ Hardware Catalog 


The National Brass) Manufacturing 
Co., manufacturer of builders’ screen 
and automotive hardware, Cincinnati, 
Ohio, has recently mailed out to the 
trade an _ interesting eighteen-page 
catalog, descriptive of the line of 
builders’ hardware manufactured by 
the concern. 

The new catalog is printed on high- 
quality paper and contains many 
faithful reproductions of the com- 
pany’s line of builders’ hardware, in- 
cluding locks, butts, push and pull 
plates, door and drawer pulls, bolts, 
etc., and should make a valuable ad- 
dition to the hardware merchant’s ref- 
erence library. 


———. ee 


Hoover Week to Be Held 
December 4-11 


Its annual mid-winter window dis- 
play competition will be held by The 
Hoover Company, North Canton, Ohio, 
from Dec. 4 to 11. The awards will 
be $100 for the most effective display 
of vacuum cleaners; $85 for the win- 
dow judged next best; $70 for the 
third place; $50 each for the five next 
in order of merit, and $25 each for 
the following four displays. 

Hardware, electric and furniture 
stores have been among the major 
prize winners in the past. Display 
helps are furnished by the company, 
but their use is not necessary in or- 
der for a dealer to compete. 
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Oscar H. Rixford Dies 


Prominent New England Manu- 
facturer Succumbs to Illness of 
Eight Days at His Home in 
East Highgate, Vt. 


Oscar H. Rixford, president of the 
Rixford Mfg. Co., manufacturer of 
grass, weed and bush scythes and 
axes, East Highgate, Vt., passed away 
at his home in that city recently, fol- 
lowing an illness of eight days. He 
had been in ill health for the past 
eleven years, but pneumonia was the 
direct cause of his death. 

Mr. Rixford was born in East High- 
gate in 1859, and following his gradua- 
tion from the Goddard Seminary, 
Barre, Vt., he returned to East High- 
gate and entered into business with 
his father, who was then president of 
the Rixford Mfg. Co. He was soon 
appointed vice-president of the com- 
pany and active manager of the con- 
cern. On the death of his father he 
became president of the concern bear- 
ing the Rixford name. 

During the latter part of his life 
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Mr. Rixford held many public offices. 
For thirty years he was postmaster at 
East Highgate. He served as senior 
warden of St. John’s Episcopal Church 
of Highgate for many years. 

By his agreeable manner and 
straightforward business transactions, 
both in his home town and with the 
large number of concerns throughout 
the country with whom he had done 
business for many years. Mr. Rixford 
made for himself a large circle of 
friends who will sincerely mourn his 
demise. 


Edwards and Company Holds 
Fourth Annual Sales Conference 


Edwards & Co., Inc., manufacturer 
of electric signaling devices, 140th and 
Exterior Streets, New York City, held 
its annual four-day sales conference at 
the Hotel Belmont, New York, Sept. 
21-24, inclusive. 

Extensive plans were made for next 
year’s sales work, and all branch offices, 
without exception, prophesied unusual- 
ly good business for the coming year. 








And They Say Hardware Dealers Have an Easy Life! 
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T. J. Fernley Dies 





Prominent Figure in Hardware 
and Association Circles Dies 
Suddenly on October 18 


T. James Fernley, secretary-treas- 
urer of the National Hardware Asso- 
ciation, and for many years a promi- 
nent and beloved figure in hardware 
circles, died suddenly on the morning 
of Oct. 18. 

Because of his many years of active 
association work, Mr. Fernley’s was a 





T. James Fernley 





dominating personality at the various 
hardware conventions, and the news of 
his sudden death on the morning of the 
opening of the Atlantic City meetings 
served to cast a pall of gloom over the 
early sessions. 

In addition to his association activi- 
ties, Mr. Fernley has aiways striven 
for the welfare of the industry, and 
was also actively identified with the 
various civic and religious activities of 
the community in which he lived. 

Owing to the fact that news of his 
death is received as we go to press, it 
is possible to give only a brief mention 
of his passing. A more complete ac- 
count of his life will appear next week. 





Frank B. Sampson Dies 


Frank B. Sampson, president and 
one of the organizers of the Pittsburgh 
Paint Supply Co., died Sept. 30 in his 
home in Pittsburgh. Mr. Sampson was 
born in Chicago, but spent most of his 
life in Pittsburgh. Before starting the 
company of which he was head, he was 
a salesman for a number of years for 
Armstrong & McKelvey Lead & Oil Co. 





New Connecticut Dealer 


The New Haven Bicycle & Variety 
Store Co., New Haven, Conn., has in- 
corporated under the laws of that 
State with a capital of $20,000. The 
company will deal in bicycles, toys and 
hardware. The incorporators are David 


Paris, B. F. Lerch and W. L. Brody. 
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Taritt Legislation Issue Being Dragged 
Into Limelight Again 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


HILE it seems altogether unlikely that there will be any 

V\ tariff legislation at the session of Congress which convenes 
in December, this old-time issue is being dragged into the political 
limelight during the present campaign, with the administration 
forces naturally defending the present law, while the Democrats 


are condemning it. 


It is noticeable, however, that there have been no partisan at- 
tacks on the proposals to give the agricultural interests a higher 
tariff. Also it has been observed that care has been taken by those 
who are attacking the tariff not to trespass on protection given to 
industries or other interests in sections from which candidates who 
are assailing the tariff come. Thus, again, the tariff becomes a 


local issue. 


In any event the Coolidge adminis- 
tration is known to oppose tariff legis- 
lation at the next session of Congress, 
and while it is actively supporting the 
present law, it seems equally clear that 
it will oppose attempts to enact fur- 
ther legislation on this subject at the 
forthcoming session, even though most 
of the advocated legislation pertains to 
the agricultural interests. It appears 
to be the attitude that while agricul- 
ture is making a recovery still it is in 
a plight that requires help of sume 
kind, and the principal aid which the 
administration seems to have in mind 
is that of cooperative marketing. 

The tariff, it is stated, is not having 
an adverse effect on the agricultural 
interests of the United States. The 
trouble, it is contended, comes from 
within and not from without. 


Flexible Provisions Assailed 


One of the chief disputes raised 
about the tariff comes from within the 
Tariff Commission. Commissioner Mar- 
vin, a Republican, who recently has re- 
turned from a European trip, has given 
his O. K. to the tariff as it has affected 
foreign interests. He has particularly 
referred to the operation of the so- 
called flexible provisions. But hardly 
had Mr. Marvin uttered his words of 
approval than his colleague, Commis- 
sioner Costigan, a Democrat, also 
just returned from a trip to Europe, 
damns the flexible provisions with 
strong emphasis. He insists that these 
flexible provisions which call for in- 
spection of foreign books in order to 
ascertain costs of production abroad 
have greatly aroused European manu- 
facturers and gained their ill-will 
toward the United States. He insists 
that the provisions should be repealed. 

The flexible provisions not only were 
assailed when they were before Con- 
gress for consideration, but have been 
the source of constant attack since, es- 
pecially from importing interests. The 








latter, like members of Congress who 
opposed the provisions, have insisted 
that it is unconstitutional. This is 
based principally on the contention 
that under the flexible provisions Con- 
gress has transferred to the White 
House the responsibility for raising 
revenue, which rests solely with Con- 
gress. 


Difference in Cost 


An interesting case to be decided 
soon, it is expected, concerns the case 
argued before the United States Board 
of Customs Appeal recently on appeal 
from the United States Customs Court, 
where the constitutionality of the stat- 
ute was sustained by a vote of two to 
one. The importers claim that the 
flexible tariff provisions are unconsti- 
tutional. Among other things, they 
argue that the difference in cost of 
production abroad is not a fact which 
can be accurately ascertained; that the 
executive action therefore involved dis- 
cretion, choice and judgment, and con- 
sequently the statute is an illegal dele- 
gation of legislative taxing power to 
executive authority. Numerous other 
points were brought out, and in sum- 
mary the importers state that Con- 
gress, should it proceed as it did in 
passing the flexible provisions, could 
divest itself of the full power of taxa- 
tion, which, it was pointed out, was 
solely committed to it by the people 
because the power to tax is the power 
to destroy, too dangerous a power to 
be committed to executive authority, 
and therefore committed only to the 
directly responsible representatives of 
the people. 

So in any case the people are again 
being fed on the standard political diet 
—the tariff question. 

. * + 


The Board of Tax Appeals, by a re- 
cent decision, has emphasized the im- 
portance of trade associations to busi- 
ness interests of the country. By the 
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finding referred to the board held that 
a contribution to a trade association 
as a pro-rata share of fees of attor- 
neys employed to test the constitution- 
ality of the prohibition amendment 
was a legitimate business expense and 
could be deducted as such in the in- 
come tax return. The case revolved 
about a brewer who in 1919 paid dues 
to a local association, a state associa- 
tion and a national association, which 
compiled trade information for brew- 
ing interests. It was held by the Board 
of Tax Appeals that all brewers’ asso- 
ciations were performing useful ser- 
vices for their members and the busi- 
ness of the members was aided by the 
information supplied through the trade 
associations. 


Value of Saw Products 


Establishments engaged primarily in 
the manufacture of saws’ reported 
products valued at $26,781,205 in 19285, 
according to data collected by the De- 
partment of Commerce at the biennial 
census of manufactures. This repre- 
sents a decrease of 13 per cent as com- 
pared with $30,786,858 in 1923, the last 
preceding census year. Of the 71 es- 
tablishments reporting for 1925, 12 
were located in New York, 10 in IIli- 
nois, 10 in Massachusetts, eight in 
Ohio, seven in Pennsylvania, six in 
Michigan and the remaining eighteen 
in 14 other States. 

Flexible metallic tubing and hose to 
the value of $3,838,298 was manufac- 
tured in 1925, according to the report 
of the biennial census. Of this total, 
$3,508,748 was reported by establish- 
ments engaged primarily in the manu- 
facture of these products and $3565,- 
342 by establishments whose principal 
products were other commodities but 
which, incidentally, made small quanti- 
ties of flexible metallic tubing and 
hose. Of the 14 establishments en- 
gaged primarily in the manufacture of 
the products, three were located in 
New York, three in Pennsylvania, two 
in New Jersey, two in Rhode Island 
and one each in Connecticut, Illinois, 
Ohio and Vermont. 


* * * 


The total value of United States ex- 
ports of .paint, pigments and varnishes 
in 1925 was $18,500,000, according to 
the Chemical Division, Department of 
Commerce. The report shows that 
these products were distributed 
throughout all parts of the world. The 
United Kingdom was the largest buyer, 
taking 25 per cent of the exports, while 
Canada ranked second, taking 14 per 
cent. 
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Cap Screw Price Lists 


Compiled for Hardware Age by M. M. Godschalk 
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EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on 
these sizes and knowing the margin you wish to make on screws, you can readily determine a price for 


any desired quantity. For example: 
wish to sell at 3314 off list. 


On steel cap screws, 7% inch in length, let us assume that you 
You would find the % inch column and run along it until you were 


under the 331% off list discount, which in this case would be 650—your selling price. Should you on the 


same number have a quantity order, you could quote 40 or 50 off list by the same method. 


are per 100. 


STEEL CAP SCREWS 
(Hexagon Head—U. S. S. Thread) 
(14 Inch Diameter) 





DISCOUNTS 



































Length > ae es ee ee | dn SS ees 
5 | 10 | 20 | 25 | 33%] 40 | 50 
— 955 | 908 860 | “764 | 717 | 637 | 573] 478| ; 
% | 9751 927] 878] 780] 732] 650| 585] 488] 
1 | 995} 946| 896| 796 | 747| 663] 597| 498 
1% ~+| 1080 | 1028 | 972| 864| 810} 720| 648| 540 





1% 1150 | 1093 | 1035 920 862 777 


690 575 


STEEL CAP SCREWS 


(Hexagon Head—U. S. S. Thread) 


(34 Inch Diameter) 























a 








1% 1235 | 1174 | 1112 988 926 $25 741 618 








2 1315 | 1250 | 1184 | 1052 985 877 789 65 








2% 1405 | 1335 | 1265 | 1124 | 1055 937 843 703 


List prices 














2% 1500 | 1425 | 1350 | 1200 | 1075 | 1000 900 750 








23% 1590 | 1511 | 14381 | 1272 | 1193 | 1060 954 79 











3 1700 | 1615 | 1530 | 1360 | 1275 | 1134 | 1020 850 
1729 | 1638 | 1456 | 1365 | 1213 | 1092 910 














3% 2055 | 1953 | 1850 | 1644 | 1542 | 1370 | 1233 | 1028 





























3% 1930 | 1834 | 1737 | 1544 | 1448 | 1287 | 1158 96 














4 2180 | 2071 | 1962 | 1744 | 1635 | 1553 | 1308 | 1090 








STEEL CAP SCREWS 
(Hexagon Head—U. S. S. Thread) 
(9/16 Inch Diameter) 




















| | DISCOUNTS 

| Length List Lendsiaed as ; bs ei Pee ae Da oar 
| | 5s | 10 | 20) | 25 | 33141 40 | 50 
a oe ew wr 
| 41% 1610 | 1530 | 1449 | 1288 | 1208 | 1007 | 966 | 80: 

“ee + 1635 | 1554 | 1472 | 1308 | 1227 | 1090 | 981 | 818° 
4M 1750 | 1663 1575 | 1400 | 1313 1167 | 1050 | 875 
2 | 3855 | 1763 | 1670 | 1484 | 1392 | 1237 | 1113 | 928 





2M 1980 | 1881 | 1772 | 1584 | 1475 | 1320 | 1188 | 990] 7% 








2% 2085 | 1981 | 1877 | 1668 | 1565 | 1390 | 1251 | 1043 























2% | 2230 | 2119 | 2007 | 1784 | 1673 | 1488 | 1338 | 1115 
































3 2380 | 2261 | 2142 | 1904 | 1785 | 1587 | 1428 | 1190 








3% 2495 | 2371 | 2246 | 1996 | 1872 | 1665 | 1497 | 1248 

















3% 2620 | 2489 | 2358 | 2096 | 1965 | 1747 | 1572 | 1310 




















3% 2740 | 2603 | 2466 | 2192 | 2055 | 1827 | 1644 | 1370 








4 2860 | 2717 


























2574 | 2288 | 2145 | 1907 | 1716 | 1430 
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DISCOUNTS 
List ee a eee aie = 
10 | 20 | 25 | 3314 | 40 | 50 | 60 
2655 | 2523 | 2390 | 2124 | 1992 | 1770 1593 | 1328 | 1062. 
2685. 2417 | 2148 | 2014 | 1790 | 1611 | 1343 | 1074 
“O75 2444 | 2172 | 2037 | 1810 | 1629 | 1358 | 1086 
2745 2471 | 2196 | 2059 | 1830 | 1647 | 1373 | 1098 
~ | 2900 | 2 2610 | 2320 | 2175 | 1933 | 1740 | 1450 | 1160. 
3055 2750 | 2444 | 2292 | 2037 | 1833 | 1528 | 1222. 
3210 2889 | 2568 | 2408 | 2140 | 1926 | 1605 | 1284 
3370 3033 | 2696 | 2528 | 2247 | 2022 | 1685 | 1348 
3580 3222 | 3064 | 2680 | 2387 | 2148 | 1790 | 1432. 
3800 3420 | 3040 | 2850 | 2533 | 2280 | 1950 | 1520. 
“4020 3618 | 3216 | 3015 | 2680 | 2412 | 2010 | 1608 
4225 | 3803 | 3380 | 3170 | 2817 | 2535 | 2113 | 1690 
4585 | 4127 | 3668 | 3439 | 3057 | 2751 | 2293 | 1834 
4940 1446 3952 | 3705 | 3294 2064 “2470— 1976 
5295 4766 | 4236 | 3972 | 3530 | 3177 | 2648 | 2118 
STEEL CAP SCREWS 
(Hexagon Head—tU. S. S. Thread) 
(% Inch Diameter) 
DISCOUNTS 
List in ey mares i 
| 10 | 20 | 25 | 33%] 40 | 50 | 60 
ii | ee | | a0 | w | | a 
1665 | 1499 | 1332 | 1250 | 1110 | 999} 833 | 666 
1690 | 1521 | 1352 | 1268 | 1137 | 1014 | 845] 676 
| 1810 1629 | 1448 | 1358 | 1207 | 1086 | 905 | 724 
1915 1724 | 1532 | 1437 1277 1149 | 958] 766 
20.40 1836 | 1632 | 1530 | 1360 | 1224 | 1020| 816 
2130 | 2024 | 1917 | 1704 | 1598 | 1420 | 1278 1065 | 852 
2300 | 2185 | 2070 | 1840 | 1725 | 1533 | 1380 | 1150 | 920 
2455 2210 | 1964 | 1842 | 1637 | 1473 | 1228 | 982. 
2570 2313 | 2056 | 1928 | 1713 | 1542 | 1285 | 1028 
2690 2421 | 2152 | 2018 | 1793 | 1614 | 1345 | 1176 
2810 2529 | 2248 | 2108 | 1873 | 1686 | 1405 | 1124 
2920 2628 | 2336 | 2190 | 1947 | 1752 | 1460 | 1168 
3040 2736 | 2432 | 2280 | 2027 | 1824 | 1520 | 1216 
3165 2849 | 2532 | 2374 | 2110 | 1899 | 1583 | 1266 
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| General Market News 





Staple Hardware Items Active 
October Outlook Considered Good 


TAPLE hardware items are moving actively in practically all 
important hardware market centers. Fall merchandise is 
more active in the western sections than in eastern centers where 
delayed fall weather has hampered the expected volume in season- 
able goods. The trade however predict a good fall business and say 
that October business should compare favorably with the volume 


of October, 1925. 


Prices generally are firm and stocks appear adequate for cur- 
rent requirements. Collections show some improvement in most 


markets. 





Trade Improves in the 
Northwest Territory 


The Northwest tributary to the Twin 
Cities is beginning to feel the effect 
of the approach of the fall buying and 
holiday season. Dealers are preparing 
their stocks for this call, although they 
are buying cautiously. Fewer future 
orders are being placed than formerly. 

Inclement weather conditions have 
decreased the amount of business in 
this territory during the past few 
weeks. Total volume for the entire dis- 
trict, however, is quite satisfactory. 


Chicago Outlook 
Encouraging 


The outlook in the Chicago area 
continues to be encouraging in spite 
of the heavy crop losses and lack of 
business in the various flooded agricul- 
tural districts. Jobbers report that the 
total volume of orders is somewhat 
ahead of a year ago and prices are 
holding firm. 


Retail Store Sales Show Gain 
for September 


Business men find a safe barometer 
in the Federal Reserve estimates on 
retail store sales. These figures reflect 
what the average American is purchas- 
ing and area safe guide as to expanding 
or contracting tendencies in commerce. 
The latest figures for September, 1926, 
indicate prosperous conditions in all 
parts of the country. 

Total sales of 519 department and 
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other retail stores were 6.5 per cent 
larger than in September, 1925, and 
sales of mail order houses and 5-and- 
10-cent chain stores were 5 and 10 per 
cent larger, respectively, than in the 
corresponding month of last year. 

Sales of department stores were gen- 
erally larger in all sections of the coun- 
try, the greatest increases ranging 
from 10 to 12 per cent in the Chicago 
and San Francisco Federal Reserve 
districts. 

The smallest gains were in the Bos- 
ton, Richmond and Minneapolis Federal 
Reserve districts, where sales ranged 
from 2.6 per cent to 3.5 per cent larger 
than a year ago. Of the total of 519 
reporting firms, 329 showed increases 
from last year and 190 reported a 
smaller volume of sales. 


Business in Far West 
Is Improving 


Good and rapidly improving business 
and credit conditions exist in the far 
western States, according to the month- 
ly survey of the research department 
of the National Association of Credit 
Men recently made public. 


Increase in Chain Store Sales 


Chain store sales made public for 
September and the first nine months 
of the year show a substantial increase 
over the corresponding periods of 1925. 
Reports of F. W. Woolworth Co., S. 
S. Kresge Co., Hartman Corp., Metro- 
politan Chain Stores, Isaac Silver & 
Bros. indicate that September sales are 
running ahead of last year. 
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Slight Drop Noted in 
September Construction 


September construction contracts in 
the 37 States east of the Rocky Moun- 
tains amounted to $562,371,400, accord- 
ing to F. W. Dodge Corporation. This 
was only 6 per cent under the total 
for the preceding month, and the de- 
crease from September of last year 
was less than 1 per cent. These 37 
States include about 91 per cent of the 
total construction volume of the coun- 
try. 

The most important items in the 
September contract record were: $225,- 
516,300, or 40 per cent of all construc- 
tion, for residential buildings; $98,166,- 
800, or 17 per cent, for public works 
and utilities; $97,378,300, or 17 per 
cent, for commercial buildings; $49,- 
112,700, or 9 per cent, for industrial 
construction; and $34,531,600, or 6 per 
cent, for educational buildings. 

New construction started in the 37 
eastern States during the past nine 
months has amounted to $4,809,779,800, 
being an 8 per cent increase over the 
corresponding period of 1925. The 
showing made by the contract records 
this year has, for several reasons, been 
rather better than the showing of the 
building permit records for larger cities 
of the country. The principal reason 
for this apparent difference is that the 
contract records include public works 
and utilities projects, which have had 
a big increase this year. This class of 
work is not included in the permit 
records. 

Contemplated new work was reported 
in September to the amount of $621,- 
285,500. While this was 9 per cent 
more than the amount reported in Sep- 
tember of last year, the small volume 
of contemplated work in proportion to 
work actually started is an indication 
that construction demand is declining 
somewhat. 


Poultry Netting Higher in 
Boston 


Boston jobbers are now quoting mill 
shipments of poultry netting at 50 and 
10 per cent discount, contrasted with 
50 and 15 per cent heretofore, while 
wood screws are being sold at 20, 10 
and 10 per cent beyond the print, con- 
trasted with 20 and 10 per cent, re- 
cently established. On one style of 
garage door hangers, for which the 
price was very low, the market has ad- 
vanced from $1.35 net per pair to 
$1.50. Otherwise no changes of impor- 
tance are reported at the Hub. 
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HARDWARE AGE 


October Outlook Is Good 
in New York Hardware Market 


CTOBER business in the New York hardware market will 
compare favorably with the volume done in the same month 

of last year, according to reports from local jobbers and leading 
retailers. Wholesalers say that general hardware lines are more 
active and that strictly seasonal lines have not yet assumed ex- 


pected proportions. 


The trade predicts a good fall volume but feels that it may 
materialize slowly as did spring and summer business due to the 
strange weather. Spring and summer came late and fall weather 


appears tardy. 


Collections are about the same. 


Prices generally are firm. 





N. Y. Demand Is Good for 
Furnace Scoops 


There has been a good demand for 
furnace scoops in the New York whole- 
sale hardware market. Actual buying 
gained headway about Oct. 1. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 

Furnace scoops, hollow back, mal- 
leable D handle, $5 per doz.:; riveted 
with wood D handle, $9.50 per doz. 





Trade Showing Interest in 
Stove Pipe, Elbows 


Stove pipe, elbows, collars and 
dampers have been very active since 
the first of October. This typical fall 
merchandise usually enjoys a good sale 
throughout the colder months. 

Prices appear uniform, and stocks 
are adequate. 


JOBBERS’ a aa TO _ 
TAILERS, F.O.B. NEW ORK 

Stove pipe, 4 in., 13%e.; 4% ne 
15c.; 5 in., 16%4c.: 5% in., ise. and 6 
in., 21c. per length. 

Stove pipe elbows, 4 in., $1.50; 4% 
in., $1. dy 5 in., $1.80; 5, in., $1.98 
and 6 in., $2.22—all per doz. 

Stove pipe collars, 4% in., 45c.; 5 
2 Vg | 5% in., 5c. : 6 in., '60c. and 
7 $1. 15—all per doz. 

pe pipe dampers, 4% in., $1.20; 
5 in., $1.25; 56% ~* $1, 32; 6 in., $1.40; 
} in., $2. 15 and 8 in., $3. 60—all per 

OZ. 


Moore Ash Can Truck 
Quoted $2.17 Each 


New York hardware jobbers an- 
nounce that Moore Handy Trucks for 
ash cans will be sold to retailers at 
$2.17 each. The early demand has been 
pretty good this year, and the trade 
expects a very satisfactory volume. 





Bolt Demand Normal: 
Prices Considered Firm 


A normal demand fro bolts is re- 
ported in the New York wholesale 
hardware market. Prices are consid- 
ered firm, and stocks appear to be sat- 


isfactory. 
JOBBERS’ eS coe TO RE- 
TAILERS, F. EW YORK: 


Machine ath % ra ; and smaller, 








40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6, 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 80 off list. 

Lag screws, 50 and 7% off list. 


Screws in Good Demand; 
New York Stocks Ample 


Screws are moving consistently in 
the New York market, and in some 
quarters an extra 10 before the 5 off 
list is reported. This does not appear 
to be universal, however. Local stocks 
are considered ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS’ F. O. B. NEW YORK: 


Discounts on wood screws: Iron 
Bright, Flat Head, 77% per cent; Iron 
Bright, Round and Oval Head, 75 per 
cent: Iron Blued, Round Head, 75 per 
cent; Brass, Flat Head, 75 per cent; 
Brass; Round and Oval Head, 72% 
per cent. 

These discounts apply to revised 
list of June 24, 22. 

EX TRAS—20-10-10-5 per cent. 








Active Sales Reported for 
Garage Sets 


New York jobbers report an active 
sale for garage sets, door holders, extra 
hasps, and such items and state that 
prices are fairly steady. This is fre- 
quently a competitive item, but as far 
as can be learned at press time, the 
prices given here are representative. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F. O. B. NEW YORK: 


Garage sets, $2.50 per set. In lots 
six or more, $2.25. 

Garage door holders, $1.65 per pair. 
In lots of six or more pairs, $1.50. 





Weatherstrip Sales Fair; 
Prices Appear Firm 


Early interest for weatherstrip has 
been fairly good, and sales are reported 
as being equal to last year, according 
to local jobbers. Prices appear to be 
firm, and the trade does not look for 
any change. A good year for weather- 
strip is predicted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. NEW YORK: 


Wirf’s weatherstrip, 500 ft. on reel, 
maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 

Nero weatherstrip, 500 ft. on reel, 
$36 per 1000 ft. 








AS 


Sash Cord Declines 2 Cents 
Per Pound 


New York jobbers announce a decline 
of 2c. per lb. on sash cord, as will be 
noted in the revised prices below. The 
demand has been pretty good, and 
stocks appear adequate. There is some 
rumor that prices given here have been 
shaded 4c. per lb 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 


Sash cord, Samson, Spot No. 8, 66c. 
per lb. Phoenix, No. 8, 36c. per Ib. 
Sachem, No. 8, 3le. per Ib... and 
Aetna, No. 8, 27c. per Ib.: No. 7 
takes lc. per lb. advance; while No. 6 
is 3c. per Ib. higher. 





N. Y. Game Trap Prices 


Early demands for game traps is con- 
sidered fair. Stocks are good and 
prices quoted herewith are representa- 
tive of local offerings. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. 0. B. NEW YORK: 


Victor traps, No. 0, $1.20; No. 1, 
$1.50; No. 1%, $2.70 and No. 2, $3.65 
—all per doz. 

Jump traps, No. 0, $1.75; No. 1, 
$2.00: No. 1%, $3.10; No. 2, $4.80— 
all per doz. 


Early Demand Is Fair for 
Snow Shovels 


A fair amount of business is being 
written for snow shovels in the New 
York market. Local stocks are good, 
and prices are not expected to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 


Snow shovels, long handle steel, $4 
doz.; snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz.: 


Menzie, $9.60 doz. Snow pushers, 
18 1n., 83%c. each net; 24 in., $1 each 
net. 


Shovels Have Active Sales 
N. Y. Jobbers Report 


New York jobbers report an active 
sale on shovels, and state that stocks 
generally are very good. There has 
been a slight decline over former prices, 
fourth grade polished shovel with wood 
D handle, No. 2 are quoted at $12 per 
doz. 

The same, socket type, also at $12 
per doz. 


Linseed Oil Prices Holding 


During the past week the linseed oil 
market remained . practically  un- 
changed. Card prices of Sept. 30 are 
as follows: 

In lots of less than 5 bbls., 11.8c.; 
in lots of 5 bbls. or more, 11.4c.; Cal- 
cutta Linseed Oil in bbls., 15.7c.; Boiled 
Oil, 4/10c. extra per lb.; Double Boiled 
Oil, 5/10c. extra per lb.; Oil in half 
bbls., 7/10c. per lb. additional. 
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Hardware Trade Holding Well in 
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Pittsburgh Territory—Prices Firm 


(Pittsburgh office of HARDWARE AGE) 

ARDWARE business in this area can be described as fairly 

good, but well under common expectations. The practice 

of retailers of recent years of waiting until the demand 
arises before buying still is closely adhered to, and if for some rea- 
son the demand is slow in developing or fails to develop at all, there 
is the disappointment occasioned by unsold stocks. The new method 
of distribution has its advantages in that it prevents the carrying 
of the huge inventories of former years, which in times of financial 
stress were the prime cause of failures. But the average hardware 
jobber has not yet grown accustomed to the new order and rather 
chafes under the seeming inactivity of trade and many would pre- 
fer to have the retailers stock up as they formerly did, despite the 
dangers of that method. 

Much has been said and written of the country’s prosperity; of 
the soundness of the country’s business structure, but many of 
the trade here subscribe fully to the remark in Llew S. Soule’s 
“Close Up of Business Conditions,”.in HARDWARE AGE of Oct. 14, 
that there have been exceptions and that the prosperity has not 
been uniform. Until recently the soft coal industry has been in a 
state of severe depression, and while it can be said with a fair 
amount of accuracy that the general business of this area depends 
largely on how well or poorly the steel industry is doing, it can- 
not be denied that the conditions in the coal industry have affected 
business here to no small degree. The coal market has improved 
both as to demand and prices in the past few months, but this bet- 
terment, finding its principal support in the demands occasioned 
by the British coal miners’ strike, strikes many as merely of tem- 
porary duration to disappear when the English mine owners and 
their men patch up their differences. 

The export demands have been heavy, especially by comparison 
with the average amount of such business over a period of years. 
It has been coincident with the huge demands of the Northwest 
and the combined requirements have necessitated heavy output. 
But the Northwestern demands are largely filled and soon the mines 
that have been sending coal in that direction will have’ tonnages 
available for other outlets. So long as the export demand continues, 
there is the assurance of fairly high rate of mine operation, but 
with the passing of that demand will come a restoration of the 
former situation of a supply in excess of requirements and the clos- 
ing down of mines. 

AUTOMOBILE ACCESSORIES.—Busi- | 


° . of less than 10, $1.10; lots of 10 or 
ness at no time this year has shown more, $1. | 
the snap that jobbers could wish, and —— In barrel lots, 38c. to 4le. 
e re " 
lately it has been really slow, except Motor Oil.—Vacuum Oil Co., in 10- 
, thic : , FINS ( gal. steel drums, with faucet, grades 
in alcohol, which usually begins to A.. E. and Arctic, $10.50 list; B, $13.70 
move well about this time of year. list, less 25 per cent. aaa . 
; ” ion Motor Meters. — Standard makes, 
Prices from jobbers’ stocks, f.o.b. ete af tenn tame 0 OS eet cont ont 


Pa Somee: list; lots of 10 to 19, 35 per cent off 
ark Plugs.—A. C., lots of 10 to Bt, 20 oe og 
90 bse. Baty om of 100 or more, 50c.: ae Sn of 20 or more, 40 per cent 
~ C. — ot chy Panag — - Windshield Cleaners.—Trico, uni- 
Mg 24¢ stl eee versal automatic cleaners, $3.25 each. 
ag el cp., 6-8 volt, list price — Falls No. 145, $3.75 
85c. each: 3 cp., 6-8 volt, list price, eacn. ; ; 
18¢. each, subject to a discount of 30 Pumps.—Anthony line, $2.20 each. 
per cent in lots of less than 50, and Chains.—Single pairs, 30 per cent 
40 per cent for lots of 50 or more. off list; lots of 10 to 50 pairs, 35 per 
Speedometers.—A. ©. for Ford cars cent off list; lots of 50 pairs and over, 
list price, $10 each. 40 per cent off list. 





Tire Gages.—Schrader, high pres- 
sure, lots of less than 10, $1 each; AUTOMOBILE TIRES AND TUBES. 
iota of ts ethan 10. $1 ‘13: Iota. f 16 —There is no complaint over the way 
lots of less an . 13; lots o . . 
or more, $1.08: U. S. Standard, lots tires and tubes are selling here. 








Dealers’ price for those makes of 
tires and tubes handled by the hard- 
ware trade follow: 


HIGH PRESSURE TIRES .... 


Size Heavy Duty Truck 
fh. i a $8.75 ve 
30x 3% Cl. extra size 10.50 — 
te, SS ° Seer 12.85 _ 
eRe eee ME wséca’e< 14.35 van 
ok SS eee) ee. 15.95 ba 
|? Saar 17.45 “on 
EE an ad on be ee ier 18.20 ee 
lL. ae ere 19.45 a 
Den. 290s shiewsee 23.45 $28.75 
DE - <sseoseubesen 24.65 29.45 
ER’ o96¥600¢e000% 25.85 $1.25 
OS SS errrnrrs 26.60 <0 
RS 27.30 = 
at Ts  Gevdbsedec nine 5.50 
Dt Weessceee@anees Se 39.25 
DEERE seunesdes oxcade bets 41.50 
DE tivetoceeéeas es Se 42.75 
i Mh. wsssetaneas coke 59.65 
tn cogsdchnacs cee ats 65.25 
DT. ahs eendetete¥als 81.85 
Dn  ¢544s0sen0deme 91.65 
EE suevéebdeocunes 129.25 
Tubes 
Tan Gray 
Tubes Tubes 
Single Single 
Price Price 
Size 
SEE. itd ue phase $1.95 $1.55 
30x 3 li, ee e6s 6% eee 2.10 1.75 
DE, cttibe Ge gaa es 2.55 2.15 
Pe «i cedsenoseoudex 2.95 2.45 
DC > \ctdvendesssteet 3.05 2.55 
CE i a os wre ee eae 3.15 2.60 
fk ar eee 3.35 2.70 
wr Citpes éeneees 3.60 “a 
DT <cte¢etaaedwe 3.70 
ET: swehee sueeens 3.80 
Dh ssedeeecesees 3.95 
SEER SRS A 4.15 
Pe” 60 5 ce ueumpeeue ee 4.25 
Ns 6h ni¢dwtancewnte 4.55 
De. sccadesckataady 4.65 
Dy: +626 c8006edesees 4.80 
- <tvirsnwudeaeees §.25 
PRE aera ree eee 8.70 
DEE cuéeestene cee uae 10.60 
aaa 11.80 
PGE Bicavccdedéiveon 15.15 


Balloon Tires 


To fit 19 in., 20 in., 21 in., 22 in., 
23 in. Rims. 


Gray 
Size Ply Casings Tubes 
27 x 4.40-19 in. 4 $11.25 $2.25 
29 x 4.40-21 in. 4 11.45 2.35 
29 x 4.75-20 in. 4 15.00 2.85 
30 x 4.75-21 in. 4 15.75 2.95 
29 x 4.95-20 in. 4 16.35 2.95 
30 x 4.95-21 in. 4 16.95 3.00 
31 x 4.95-22 in. 4 17.95 3.05 
30 x §.25-20 in. 4 18.25 3.20 
31 x 5.25-21 in. 4 18.85 3.30 
30 x 5.77-20 in. 6 27.15 3.75 
32 x 5.77-22 in. 3 28.75 3.90 
33 x 5.77-23 in. 6 29.90 4.00 
32 x 6.00-20 in. 6 27.50 4.10 
33 x 6.20-21 in. 6 28.75 4.35 
32 x 6.20-20 in. 6 31.95 4.60 
33 x 6.20-21 in. 6 34.10 4.85 
33 xX 6.75-21 in. 6 36.75 5.35 
34 x 7.30-20 in. 6 41.65 6.10 


BATTERIES.—tThere is the same 
steady demand for radio batteries there 
has been for several weeks, and it is 
doubtful if there is any other hard- 
ware item in which there is a more fre- 
quent turnover. 


Jobbers’ quotations to _ retailers 
f.o.b. Pittsburgh: 


Broken Unit 
Packages Packages 
ree $1.05 
EY hn ead is ee 1.22 1.14 
kg ee 1.32 22 
UTS re 1.40 1.360 
Sth EY jerk he ot a a ine 2.62 2.44 
TE sedis ck veee 2.62 2.44 
0 eee 3.33 3.00 
, a ey ee ae 39 
I eke i otek i 4 


. .35 
No. 6 dry cells, ignition type, unit 
packages, 32c. each; broken, 36c. 
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Flashlight. —No. 935, 94% c. each; No. 


950, oe bag 790, —“_'o No. 705, 
“Hots +. 18¢.; No. 24c 
ot gia. be %, 1461, $1. io. ‘No. “1662, 
BEVERAGE AND PRESERVING 


SUPPLIES.—Demand is a little less 
urgent, but still is fairly good. Job- 
bers quote: 


Bottles and Caps.—Quarts, $9.50 per 
gross; caps, 20c. to 22c. per gross; 
stoppers, $2.25 per dozen; cappers, 
$10.50 pee dozen. 

Strainer Sets.—Everedy in dozen 
lots, strainer stand, per dozen; 
strainer bag, $2 per doz.; filter bag, 
4 per doz. 

Scales.—Universal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 
1621, 50. 

Mason Jars.—Pints, $8.80 _ gross: 
quarts, $10.10; 2 quarts, $13.1 

Jar Rubbers.—Double lip red, 80c. 
per gross 

Canning Racks.—No. 1, single jar, 
70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrench, Tbe. per doz, 

Fruit Presses. —Enterprise, No. 6, 
$6.25 each; Juicy, 3 aqt., $3.50 each; 
6 qt., $4.30; 12 - ’ $6; Brighton, 2 qt., 
$3 each: 4 qt., $4.50: 10 qt., $7. 

Cider Presses. —Eagle, single tub, 
$12.10 each; Eagle Junior, $24; Cant- 
clog, single tub, $14.85. 

Meat Choppers. — Enterprise, No. 
12, $5.25 each; No. 22, $9: No. 32, $11. 

Kraut and Slaw Cutters. — Slaw 
cutters, Rapid, $3 per doz.;: No. 625, 
agg No. 626, $4.80; Kraut cutters, 


No. 672, $1.15 each; No. 673, $1.35. 
Oak Kegs.— 
Red White White Oak 
Oak Oak Charred 
5 gallon ..... $1 . $1.45 $2.40 
TO @RIOR 2. cee 1.75 1.90 2.80 
15 gallon ..... 2.00 2.15 3.15 
20 gallon ..... 2.25 2. 40 3.75 


BOLTS, NUTS AND RIVETS.—There 
is some shading of factory prices, 
manufacturers giving the carload dis- 
count on less than carload lots of bolts 
and nuts to buyers whose business over 
a year reaches attractive proportions. 
Jobbers are holding to their recent 
prices and report sales to be steady, 
but in small lots. 


, bl quote out of jobbers’ stocks as 
ollow 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list: stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts. hot 


pressed square, tapped, in 3 Ib. 
boxes, % in., $16 per 100; 5/16 in., 
$14; % in., i a? in., Bhat 5% , $10; 
% in., $8: $7.50 ; rivets, small 


agen FP, Namtien 60 per cent off 
st. 


CONDUCTOR PIPE.—There is a steady 
demand at unchanged prices. From 
Pittsburgh warehouses, the prices are: 


Galvanized, 3 in., No. 28 gage, $5.35 
per 100 ft.; copper, 16 oz., 3 in., $23.75 
per 100 ft. in lots of 100 ft. or more: 
small lots higher. 


GALVANIZED TUBES AND PAILS. 
—Seasonally good demand is reported. 
Jobbers quote: 


Pails, 12 qt., $2.50 per doz.: 14 at., 
$2.85; tubs, No. 2, plain, $7. 50 per 
doz.; No. 3, plain, $8.50; No. 22, with 
wringer attachment, $8. 25; No. 33, 
with wringer attachment, $9.50. 


GAME TRAPS.—Retailers are taking 
a good many traps to supply the de- 
mand, which is good as usual at this 
time of year. Jobbers quote: 


Coil spring No. 1, $1.28 per dozen; 
Victor, No. 1, $1.38 Triumph, No. 1, 
$1.38; jump, No. 1, $1.83; Gibbs, 2- 
trigger, $5 per doz. : single grip, No. 

; ee No. 2, $3.35; No. 3, $5.50; No. 
GLASS AND PUTTY.—This is usual- 
ly a time of fairly good demand, and 
this year is not proving an exception. 


Prices to retailers: 


json and selling well, 
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Glass, single strength, A and B, 84 
per cent off list; double strength, A, 
84 per cent off list; B, 86 per cent off 
list; putty, $6. ae per 100 lb.; glazing 
points, 20c. per 


GUNS AND LOADED SHELLS.—De- 
mand keeps up well for loaded shells, 
and there is a fairly strong demand 
for shotguns and rifles. Jobbers quote: 


Shot Guns.—Double barrel, Ithaca 
field, hammerless, $30.50 each; No. 1 
$38.30: No. $46.55; Winchester re- 
peating, No. 97, hammer, $31.80; No. 


12 oer yg standard, $37.50; tour- 
nament, $56.8 
Rifles. = No. 56, sport- 


ing, $16.35 each; No. 57, target, $19.10; 
No. 1894, solid frame, $25.90: take 
down frame, $35.40; Savage, No. 1899- 
E, : No. 18-99-F, $33.85: No. 
1899- G, $37.5 
es Shells. —Winchester, repeat- 
R-76-D, soft, $34.74 per 1000; 
chilled, $36. 85 


HEATING ACCESSORIES.—Items un- 
der this heading are all moving well, 
although in no greater volume than 
usual at this time of year. Jobbers 
quote: 


Asbestos.—Sheet mill board, 3/16- 
in. thick, 18 in. x 20 in., 18c. each; 
18 in. 30 in., 27c.; 20 in. x 30 in., 
28c.; 22 x 30 in., 31c.; 24 x 30 in., 35c. 
dozen, %-lb. packages, $4.50. Fiber in 


4 -lb. packages, $2.40. 

Coal Hods.—Japanned, 16 in., $3.40 
per dozen; 17 in., $3.60; galvanized, 
16 in., $4.65; 17 in., $5; 18 in., $5.50. 


Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round andled japanned, 60c._ to 
$1.10; galvanized, $1.10. Never 
Break No. Pa $4.25: No. 16, $4.60: 
No. 20, $4.8 

Gas 7 —Lead, 12 in., 25c. 
each; 18 in., 30c.; in., 37¢.; 30 in., 
40c.; 36 in., 45e. Flexible steel tubing, 
3-ft. lengths, 12c.; t., 15c.; 5 ft., 
18c.; 6 ft., 22c. Gith inserted tubing, 
5e. per ft. 

Stove Boards. — Wabash, square, 
paper lined, crystallized, 18 x 18 in., 
$6.25 per dozen; 24 x 24 in., $7.50; 
26 x 26 in., $8; 28 x 28 in., $9.50; 30 x 
30 in., $10.80; 32 x 32 in., $13.20; 35 x 
35 in., $16.20: wood lined, crystallized, 


x 24 in., $12.60; 26 x 26 in., $15; 
28 x 28 in., $18; 30 x 30 in., $20; 33 x 
33 in., $24; 36 x 36 in., $29. 


Stove Pipe and Elbows.—Polished 
blue nested stove pipe from Pitts- 
burgh warehouses, No. 28 gage, 6 in., 
$15 per 100 joints; elbows, $1.48 per 
dozen. Nickeled stove pipe, 4 in., 
om per joint; elbows, 75c.: collars, 

Cc. 


LANTERNS.—The call for lanterns 
holds constant. Jobbers quote: 
Acetylene, No. 12, $4.50 each; sport, 
$5.50 per doz.; Dietz Monarch, $8 per 
doz.: Junior, $8.50; Little Wizard, $9: 
Blizzard, $13; D-Lite, $13: dash, $14; 
Junior wagon, $17.25. 


OIL HEATERS.—This line is in sea- 
as the nights, 
while not cold enough to cause the 
starting up of furnaces, are cool 
enough to make necessary the use of 
small heating units to take off the chill. 
Jobbers quote: 


Nesco, No. 12, $3.75 each: No. 15, 
$4.75 each; No. 016, $5.50 each. Re- 
es No. 20, $4.60 each; No. 30, $6 
eacn, 


PAINTING SUPPLIES.—Business 
could be better. Prices are unchanged 
except for a slight decline in linseed 
oil. 

Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gallon; lower grades, $2.25; 
white lead, 15%c. per Ib. in 100-lIb. 
lots; 10 per cent less in lots of 500 Ib. 
or more and extra 4 per cent less 
in lots of a ton or more; turpentine, 
$1.06 per gal. in barrel lots: raw lin- 
seed oil, 12.3c. per Ib. in barrel lots. 


ROOFING PAPER.—Steady demand i 
reported by jobbers here, who quote: 


Apex, light, $1.40 per roll: 
$1.75; heavy, $2.20; 


_ 
tf 


medium, 
Battleax, light, 
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$1.20; medium, $1.45; heavy, $1.70; 
2.3 


mineral surface, $2.30. 
SHEET METAL.—Sheet copper is 
easier, but zinc is holding at recent 
prices. Fairly good business is being 
done. 

We quote sheet copper at 2244c. per 
lb. from jobbers’ stocks in lots of 
300 Ib. or more and 26%c. per Ib. in 
single sheets; sheet zinc, 13c. per Ib. 
in loose sheets, 12c. in 100-lb. casks: 
11.80c. in 300-lb. casks, and 11.80c. in 
600-lb. casks. 

SLEDS.—Shipments against early or- 
ders are completed, and while there are 
some shipments to be made next month, 
not much new business is likely until 
retail sales are larger. Jobbers quote: 


Flexible Flyer No. 1, $3.75 each: 
No. 2, $4.75; No. 3, $6; No. 4, $6.50, 
subject to dealers’ discount of 33% 
per cent; Lightning Guider, No. 19, 
$1 each; No. 20, $1.20; No. 21, $1.40: 
No. 22, $1.60 net. 


SOLDER.—Pig tin stays high, and this 
is the factor in a firm market in solder, 
which is priced at 44%c. per lb. for 
half and half. 


TOOL CHESTS (BOYS’).—Jobbers 
here expect and are making prepara- 
tions for a good Christmas demand for 
boys’ tool chests, for which there has 
been a persistent increase in demand 


yearly over the past few years. Job- 
bers quote: 
Stanley, No. 910, $1.60 each; No. 
909, $5.10; No. 907, $3.20; No. 906, 
$6.70. 


TORCHES.—Very steady demand still 
is reported here. Jobbers quote: 


Turner Master Line, 43 qt., $5.76 
each; 45 qt., $6.53 each; 47 qt., $7.08 
each; 48 qt., , $7.18 each; 49 qt., $8.54 
each: 52 qt. (Flat), $6.96 each. Tur- 
ner Standard Line gasoline-kerosene, 
9 qt., $5.33 each; 14 qt., $5.76 eac h: 
22 qt., $6.53 each; 30 qt., $6. 91 each: 
38 qt., $5.75 each; 39 qt., $6.05 each; 
92 qt., $6.79 each; 94 qt., $7.42 each; 
105 qt., $4.88 each; 205 qt., $5.23 each. 

Dreadnaught, No. 38, $4.75 each: 
No. 31, $5; Clayton & Lambert Co., 
No. 146, $4.20; No. 2190, $5.40 


WIRE PRODUCTS.—Demand does not 
gain or lose, with sales more remark- 
able from a numerical than size stand- 
point. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire: 


(Per 100 Ib.) Annealed Galvanized 


No. 6 to 9 gage...... == $3.45 
i a Cees eee kee Te 3.50 
DM Mehbweweeeeecuese 4 10 3.55 
Ps MN Ath dep 6 68 ew 3.65 
PC be uks oe nbadee 4a 4 3.25 3.80 
Sree ae 3.35 4.00 
SS ea 3.55 4.25 
ee eee ee Se 4.45 
Barbed wire (per 80-rod spool): 
I Fos endive s ¢aawese’ $3.00 
6c 4 Ch eadeke + 0EUCS 6a 
EE ee ere 
I OP ET ere ae 3.50 
2-point Satie (BOONE) cecccoces 2.25 
Field Woven Wire Fence (per 100 
rods): 
i teehee es pekee cae e es eee es $30.00 
Ee ee ee 54.76 
Poultry: 
TEESE E COPECO ECCT TT eS $35.60 
CE Cc nas cede Me « wa eee 43.00 
hee eons 6 oe aed eee 48.50 
Steel Fence Posts: 
RMN eae EE ee he od o's oil's 50c. each 
a SSeS ee en ree 55e. each 
TM bhtatadetdesddéuacetecéuar 65c. each 
base, per keg, $2.95 


Bright nails, 
to $3. 

WOOL TWINE.—There is some call for 
twine for baling the fall wool clips. 
Jobbers quote soft jute at 13%c. per lb. 
and hard af 16c. 
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Seasonal Activity in Chicago ‘Territory— 
Prices Holding Firm 


(Chicago office of HARDWARE AGB) 
N spite of the heavy crop losses and almost total suspension of 
business in the various flooded areas of the Middle West, the 
general situation is good. While there is some uncertainty as 
to just what the purchasing power of the farmers will be, dealers 
are placing sizable orders for fall and winter merchandise, items 
of this class moving somewhat better than a year ago. 

On the other hand, retailers, due to adverse weather conditions 
throughout the season, are carrying over considerable stocks of such 
summer merchandise as oil stoves, ice cream freezers and the like. 
Consequently orders for spring shipment of these items are rather 
slow in developing and are running behind last year’s record. 

Prices are, for the most part, holding firm and there is little indi- 
cation of any changes in the near future. 

Permits for new buildings are showing a substantial gain over 
the same period last year, but due to the inclement weather actual 
construction work is estimated to be only about 60 per cent of nor- 
mal. Railroad buying continues to be the main feature in the local 
steel industry and mills are producing at better than 85 per cent 





capacity. 

Collections are fair. 
AUTOMOBILE AC CES SORIES.— We quote from jobbers’ stocks, 
There is a quite noticeable increase in f.0.b. Chicago: | 3% mn steel mutts, 

: . ‘roan du rass finish, 
the demand for fall and winter items £3.98 par des. pate: 4x 4 steel butts, 
with the closer approach of cold old copper and dull brass finish, $2.70 

th per doz. pair; heavy steel bevel in- 
weatner. side sets, $5.50 per doz. sets; steel 
We quote from jobbers’ stocks, bit-keyed front door sets, $1.50 per 
f.o.b. Chicago: set; wrought brass bit-keyed front 
Spark Plugs.—Splitdorf, for Fords, door sets, $3 per set; cylinder front 
50c each; regular, 58c. each; Cham- door sets, $7 per set. 
pion X, 45c. each; Champion Blue . 7 , 
Box line, 53c. each: A. C., b3c. each; CHAINS.—There is a good seasonal 
dots of 198, 50c.; A. C. Special Ford, demand and prices are firm. 
Spot Light. — Appleton, No. 3280, We quote from jobbers’ stocks, 
6.50. fo.b. Chicago: ®% in. proof coil 
Jacks.—National Standard, No. 21, chains, $8.50 per 100 lb. Henso Bull 
$1.10 each. Dog and Brown coil chains, 50-10 per 
Pumps. — Rose, 1% in. cylinder, cent discount. No. 00-4% electric 
1.85. welded cow ties, $2.75 per doz. 
Chains.—Non-skid, dozen pair lots, 
aar Gank diac. , COPPER RIVETS AND BURRS.— 
Tires and Tubes.—30 x 314, over- Prices are strong, with the demand 
size cord tires, $10.50 each; regular , 
cord, ye each; gray inner tubes, active. 
30x 3%, $1.50 each; red inner tubes We ? ; 
, ’ » quote from jobbers’ stocks, 
30 x 3%, $1.75 each. f.o.b. Chicago: Copper rivets and 


AXES.—Sales are normally good at burrs, 40 per cent discount. 


prices ranging somewhat higher than | EAVES TROUGH AND CONDUCTOR 


last year. PIPE.—Prices are unchanged and sales 
, We quote from jobbers’ stocks, are in good volume. 
.0.b. Chicago: First quality single We , — 
a : quote from jobbers’ stocks, 
bitted unhandled axes, 3 to 4 Ib., $14 f.o.b. Chicago: 28 gage single bead 


dozen base; double bitted, $19 dozen 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 


- 


lap joint gutter, 5 in., $4.50 per 100 
ft.: corrugated conductor pipe, 3 in., 
$4.80 per 100 >) ridge roll, 1% 

> he in., $4 per 100 ft.; corrugated con- 
$15.50 to $24 per doz., according to : . oe - 
quality and grade of handle; special ductor elbows, 3 in., $1.51 per dozen, 
unguaranteed handled axes, $12 per ELECTRICAL AND RADIO MER- 


eee wena CHANDISE.—Electrical holiday lines 
BOLTS AND NUTS.—Prices are firm | now selling freely, as dealers are stock- 


and sales are satisfactory. ing up for Christmas trade. 


We quote from jobbers’ stocks, ae : ’ le 
f.o.b. Chicago: Carriage bolts, cut Pm, 4, te Sees jobbers’ stocks, 
thread, 45-5 per cent discount: small por teas 50: ; . 
carriage bolts, rolled thread, 50-5 per Electrical Merchandise.— No. 14 
cent discount; machine bolts cut rubber covered wire, 36.85 per 1000 
thread, 50-5 per cent discount; small ft.; in 1000 ft. lots, $6.35. No. 18 
machine bolts ,rolled thread, 50-10-5 lamp cords, $14.25 per 1000 ft.; in 1000 
per cent discount: all stove bolts, ft. lots, $13.65; ln in. brush brass key 
75-5 per cent discount; lag screws, sockets, 15%c. each; two-way plugs, 
60 per cent discount. 45c. each; in lots of 10, 40c. each; 

two-piece attachment plugs, § 12c. 
BUILDERS’ HARDWARE.—Prices re-| each; dry cel!s, boxes of 50, 32c. 


main at an extreme low level, although “adae Raratessinedie i oo 





HATCHETS. 








the demand is noticeably better. No. 766, $1.40 each; No. 767, $2.62 





each; No. 770, $3.33 each; No. 772, 
$3.62 each; No. 486, $3.85 each. 
ee Chargers.—Apco line, lots 
of less than 10, $13.50 each net. 
Loud Speakers.—Western Electric 
No. 522 W, $2.50 list. Discount, 30 
per cent. 


FILES.—There is a good steady de- 
mand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, -10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—Manufactur- 
ers are endeavoring to get concerted 
action to effect a 10 per cent advance 
on tubs and pails, but so far without 
success. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6; No. 2, 
$6.85; No. 3, $8; 10 qt. galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60. One gal. all galvanized 
oil cans, $2.35 doz.; 2 gal., $4.20 doz.; 
3 gal., $5.75 doz.; 5 gal., $7.25 dozen; 
1 bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. bailed galvanized meas- 
ures, $4.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—tThere is still a fair volume 
of orders for spring delivery being 
placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality molded hose, % in., lle. per 
ft.; % in., 12c. per ft.; % in., 13c. 
per ft.; 5 ply, good quality, wrapped, 
% in., 9c. per ft.; % in., lle. per ft. 
Lawn sprinklers, Rail King, $28 doz. 
Original fountain sprinklers, $6 doz. 


GLASS AND PUTTY.—tThere is a good 
seasonal demand which is steadily in- 
creasing with the closer approach of 
cold weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb.; commercial, 
$3.40 per 100 Ib. 


HANDLED HAMMERS AND 

HATCHETS.—tThere is a normal de- 
mand, with no price changes looked 
for. 


HAMMERS.— 


We uote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 dozen: Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to $8. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.: first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling $8 dozen; medium quality 
hatchets, No. 2 broad, $12.50 dozen. 


HANDLES, AGRICULTURAL.—There 
is a good seasonal volume of orders for 
spring delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight- 
chucked and bored, best grade, 4% 
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ft., $4.95 doz.; 5 ft., $6 doz.; XX, 4% 
ft., $4.40 doz.; 5 ft., $5.30 doz.; X, 4% 
ft., $2.65 doz. ; 5 ft., $3.10 doz. 


Hay Fork Handies.—Bent-chucked 
and bored, best 97 with strap, 
—. and cap, oP $8.25 dozen; 

$9.35 doz.; bent, “Sith strap, 
Seaetiie and cap, 4 ft., $6 doz. ; 4% ft., 
$6.25 doz.; XX bent, 4 ft., $4.9 95 


doz.; 5 ft., $6.25 doz.; bent, 4% 
ft., $3.25 doz.; 5 ft., $3. 75 doz. 

Manure Fork Handies.—Bent, best 
grade, 4 ft., $5.25 doz.; 4% ft., $5.60 
doz. ; X bent, 4 ft., $4.55 doz.; 4% 
ft., $4.80 doz.; ‘pent, 4 ft., $2.85 doz.; 
4% ft., $3.25 doz. 


Garden Hoe t/a —XX, 4% a 
$3.80 doz.; X, 4% ft., $2.65 doz 
Saree Rake Handies 7 5% ft., 
$3.80 doz.; X, 4 -» $2.65 doz. 
Garden Rake ~ste g —XX, | 
$5.60 doz.; X, 5% ft., $3.55 doz. 
Shovel Handles. —Regular Ratiegm. 
XX, 4% ft., $6.50 doz.; X, 4% 
$4. 30 doz.; D handle, _ nrade.” $8. i 
doz.; X grade, $6. 60 doz. 


Spade Handies—D handles, best 
grade, $8.60 doz.; grade, $6.60 doz. 


HANDLES, TOOL.—Prices are very 
firm, but with no actual changes. Sales 
are active. 


We quote 
f.o.b. Chicago: 


Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handiles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—The demand is some better, 
but prices remain extremely low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4 in., 90c.; 5 in., $1.20; 
6 in., $1.12; 8 in., $1.90; 10 in., +338 
per doz. pairs; extra heavy = hinges, 
in bundles, 4 in., $1.40; 5 in., $1.46; 
8 in., $2.30; 10 in., $3.30 per doz. 


ICE CREAM FREEZERS.—Orders for 
spring shipments are now beginning to 
— in and are showing a fair volume. 


quote from jobbers’ stocks, 
am Chicago: White Mountain, 1 qt. y 
$4.80 list; 2 qt., $5.60 list; 3 qt., $6.75 
list; 4 qat., $8. 25 list; 6 qt., $10. 45 list: 
S at., $13. 40 list; 10 bay $17. 90 list; 12 
qt., $21. 50 list; 15 $25.60 list; 20 
qt., $33.20 list; 93 os $42.60 list; 
nm, 1 qt., $4 list; 2 qt , $4.60 list; 
qt., $5.45 list; 4 qt., $6.80 list; 6 qt., 
$87 60 list; 8 qt., $11.10 list. All the 
above less 50 per cent discount. 
ge L qt., $2.95 list; 2 qt., $3.45 
os $4. 10 list; 4 qt. $5 list; 6 
$6. > ‘list; 8 qgt., $8.20 list; 10 
10. 75 list; 12 qt., $14 list; 15 qt., Vi 
list; 20 qt., $21.50 list. A discount of 
20 and 10 per cent on all above 


a ft., 


from jobbers’ stocks, 


prices. Acme, 2 qt., galv., $8 doz.; 2 
qt., enamel, $10 per doz.; 4 qt., 
enamel, $10 per doz.; 4 qt., enamel, 


$18 per doz. Above prices are net. 


ICE SKATES.—The demand is very 
good, with dealers anticipating their 
holiday requirements. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair. Half Key Clamps, Rocker, 
Women’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Womens and Girls’, $1.40 pair; Tubu- 
lar Skates, Men’s or Women’s, 
Racer or Hockey, $5.50 pair. 


LANTERNS.—Sales are very good, 


running considerably ahead of this time 
last year. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 

LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are _ seasonably 
good and showing some increase as 
colder weather approaches. 
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stocks, 

| AR a cng No. 25, 

ma 8 each: =< 31, 6 qt., $8.65 
each; No. 35, , $9.50 each. 


LAWN xe An stl dp there is a 
fair amount of business for spring 
shipments, it is not up to that of last 
year. 


We quote from jobbers’ 
f.o.b. Chicago: 


Lawn Mowers.—16 in. ball bearing, 
5-knife, ll-in. wheels, $12.35 seni 
16 in. ball bearing, 4-kKnife, oe 
wheels, $10 each; 16 in. plain . 
ing 4-knife, 10%-in. 
each; 16 in. ball 
9-in. wheels, $7.85 each; 16 in., 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16 in. bali bearing, 4-knife, 8- 
in. wheels, $8 each; 16 in. plain bear- 
ing, 3-knife, 8-in. wheels, $5.85 each. 


stocks, 


wheels, 
bearing, 


NAILS.—Prices are well maintained 
and firm. Orders are not large, but 
are increasing in number. 


We quote from jobbers’ 
f.o.b. Chicago: 

Common wire and cement-coated 
nails, $3.05 per keg base. 


PAINTS AND OILS.—Prices are again 
without change this week and sales are 
good. 
We quote 
f.o.b. Chicago: 


Linseed Oil.—Raw, barrel lots, 95c. 

per gal.; 5 barrel lots, 92c. per gal. 
Linseed Oil.—Boiled, barrel lots, 

98c. per gal.; 5 barrel lots, 95c. per 


$1.02 per 


stocks, 


from jobbers’ stocks, 


al. 
Turpentine.—Drum lots, 
gal. 

Denatured Alcohol. — Barrel lots, 
45c. per gal.; steel drums extra, $6, 
‘returnable. 

White Lead.—500-lb. lots, $13.73 per 
100 Ib., net; 100-lb. lots, $14; 50-Ib. 
lots, $7.25; 25-Ib. lots, $3.65; 12%4-Ib. 
lots, 1.85 

Shellac.— (4% - lb. oe. wale, $2.60 
per gal.; orange, $2.30 per ga 

English Venetian Red.—In — 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7%c. per 


PYREX WARE.—The approach of 
colder weather has greatly stimulated 
buying and very satisfactory volume of 
orders is now being received. 


We quote from jobbers’ 
f.o.b. Chicago: 


Bread Pans.—No. 
No. 214, $12 dozen. 

New Handied Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.: 
Oval, No. 632, $12 doz. ; No. 632, $14 
doz.: Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 doz.; No. 
209, $7.20 doz. 

Tea Pots.—2 cup, $21 doz.; 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, 
232, $14 doz. 


PREPARED ROOFING.—tThere is a 
brisk seasonal demand and prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared _ roofing, 
square; best grade tale 
$2.65 per square; medium tale sur- 
faced, $2 per square; light tale sur- 
faced, $1.10 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—Sales are seasonably quieter 
and prices are without change. 


stocks, 


212, $7.20 dozen; 


4 cup, 





$8 doz.; No. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, stand- 
ard brands, 22%c. to 23c. per Ib.; No. 

2 manila, 21%c. per Ib.; No. 1 sisal, 
15%c. per lb.; No. 2 sisal, 14%c. 
per Ib. 

SASH CORDS.—There is a fairly 


steady demand and prices are un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 


$8 per doz. hanks; No. 8, $9.15 doz, 
hanks. ° 
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SASH PULLEYS.—Sales are reported 
as rather light. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common- 
sense, 2 in., 60c. doz.; barrels, 64c. 
y oa No. 105, 46c. doz.; barrels, 42c. 
OZ. 


SCREWS.—A very satisfactory volume 
of business is being placed. Prices are 


unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago Flat head bright 


screws, 77%-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
72%-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are still abnormally high, with 
only normal demand reported. 


We quote from 
f.o.b. Chicago: Warrante® 
der, $46 per 100 lb.; medium 45-55 sol- 
der, $45 per 100 Ib.; tinners’, 40-60 
selder, $44 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ilb.; stand- 
ard No. 4 babbitt metal, $14 per 100 
lb. 


jobbers’ stocks, 
50-50 sol- 


SHEETS,.—Jobbers’ prices are still un- 
changed here, in spite of the recent ad- 
vance on the part of some manufac- 
turers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 Ib.; 28-gage 
black sheets, $4.20 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Sales are unusually good at this sea- 
son, and prices are the same as ruling 
all year. 


We quote 
f.o.b. Chicago: 
30-gage, 12c.; 
15%c. per joint. 


from jobbers’ stocks, 

Best full gage pipe, 
28-gage, 13c.; 26-gage, 
Corrugated elbows, 
30 gage, $1.20; 28 gage, $1.50 per doz. 
Galvanized coal hods, 17 in., $5 doz. 


TRAPS.—There is an active seasonal 
demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 doz.; No. 
1, $1.38 doz.; No. 1%, $2.44 doz.; No. 
2, $3.36 doz. 


WIRE PRODUCTS.—Prices are firm 
and unchanged and the demand slightly 
improving. 

We quote from jobbers’ stocks, 
f.o.bt Chicago: Wire staples, No. 8 
black annealed wire, $3.05 per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 lb.; catch weight spool galvanized 
cattle or hog wire, $3.75 per 100 Ib.; 
80-rod spool of galvanized hog wire, 
$3.25 per spool. Polished fence 
staples, $3.50 per 100 lb. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 
galvanized, 12-mesh, $1.95 per 100 sq. 
ft.: bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, 57%4-5 per cent 
discount; galvanized after made, 
52%-5 per cent discount. 


WRENCHES.—Prices are firm and 
sales are very satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent’ discount. Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
Electrical Set, in metal case, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.50; No. 608 
Crankease Drain Plug Socket, $3.20; 
No. 900 Square Socket Set, $3.70; No. 


1878 Giant “Snap-on,” with extra 
heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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(Cleveland office of HARDWARE AGE) 

ARDWARE business in this territory is good. October sales 

appear to be fully equal to those of the correspond- 

ing month last year. While business in some lines has doubt- 

less been retarded by the recent weather conditions, this factor has 

proved a great stimulus to sales of both steel and prepared roofing 

materials. The demand for staples is more active than for sea- 

sonal merchandise, but winter goods such as sleds and game traps 

are moving much better than earlier in the season. A fair volume 

of activity has developed in wire cloth, poultry netting and rope for 

spring shipment. Radio sets and equipment are in heavy demand 

and some manufacturers are behind on deliveries of new models of 
receiving sets. 

Generally the market is firm with few price changes. Jobbers 
have advanced wire cloth, on which prices were regarded as very 
low when they were named recently for spring. The 1926 prices 
on oil cook stoves have been reaffirmed for next year. Jobbers look 
for a decline in cotton gloves, canvas, twine and other cotton prod- 
ucts as a result of the recent decline in cotton prices. 
AUTOMOBILE TIRES AND ACCES- | seinen 








: . [. Qian « = allan | Jobbers quote § f.o.b. Cleveland: 
SORIES.— While tire sales have fallen cee waitin. Gale, cal Garman, 
off, they are unusually good for this 50 and 10 per cent off list; small 
» ve “CES j rolled threads, 60 and 5 per cent o 
season of the year. Accessories are list; carriage bolts, large and small 
moving in about normal volume. cut threads, 45 and 5 per cent off 
. ; list; stove bolts, 75 and 10 per cent 
Cleveland Jobbers quote Mansfeld | ‘ofr iat hot” presned” nuts, $5.90" of 

b> Fy . . ° < ") e - j . ‘ : Ss “har ats 65 5 > ‘oe 
cord, $7.95: heavy ‘duty oversize, ~ 7 ee rivets, 65 and 5 per cent 


$10.50: 32 x 4 Liberty cord $13.25: 
heavy duty overuine. $17 45 84x 4% CORRUGATED ROOFING.—The de- 


in. heavy duty oversize, $25.85; bal- : . 

loon tires, 27 x 4.40, $11.25; 29 x 4.40, mand has been very heavy recently, 
$11.45; 30 5.25, $18.25; 32 x 6, evidently being stimulated by the long 
$27.50; 32 x 6.20, $31.95; ‘tan tubes, 


30 x 3%. $2.10: 82 x 4, $3.05: 34 x spell of rainy weather. 





4%, $3.80: balloon tire tubes, gray, Cleveland jobbers quote No. 28 
27 x 4.40, $2.25; 29 x 4.40, $2.35; 30 x gage corrugated roofing at $4.00 per 
$4.60. $3.20 ; 32 x 6, $4.10; 32 x 6.20, square f.o.b, Pittsburgh. 
4.6 ‘“ % ‘ ‘ 
We quote from jobbers’ stocks, EAVES TROUGH AND CONDUCTOR 
f.o.b. tet 7 a s PIPE.—These items are quite active 
5 jacks, $3.75. yerf Spark plugs, ; we ‘ : 
San ‘enein Gar @M Gines tm lete OF tenn and prices have been advanced slightly. 
than 50; Champion X spark plugs, Cleveland jobbers quote eaves 
45c. each for less than 100 and 4lc. trough and conductor pipe at 77 
each for over 100; Champion regular, per cent off list in qrate lots de- 
5 3c. each for less than 100, all sizes; livered. 
5 0c. or 100, 
oon tagar-~tael- nied GARDEN HOSE. —Betiieds are plac- 


AXES.—Stimulated by the fall demand, 


. ing a fair volume of orders for early 
sales have improved. Prices are un- 


spring shipment. Regular prices are 


changed. being maintained. 

Jobbers quote f.o.b. Cleveland: ' 

First grade single bitted rustless Cleveland jobbers quote standard 
black finished, handled axes, $19.50 | ‘-in., double braid molded hose at 
base per doz.; unhandled, $15.50 per 9%c. per ft.; the same _in_ higher 
doz.; double bitted, handles, $24.50 grade, 10%c. per ft.; standard %-in., 
er doz.; double bitted, unhandled, llc. per ft. 


20 per doz.; 60c. increase for dozen . 
lots weighing 42 to 48 lb. and similar GALVANIZED WARE.—The demand 


advance for each 6 Ib. additional is steady and good. Prices are firm. 
weight increase. 





Jobbers quote f.o.b. Cleveland: 





BATTERIES.—The demand for bat- , ~ wey eo 4 qt. a per doz. ; 

; ; ac . , » qt., .65 per doz. ; qt., per doz. ; 
teries for radio use has become very i0- at. $8.75 per doz.: 12 qt. $12.66 
heavy. Prices are unchanged. per doz.; 16 qt. as ee doz., gal- 

Jobbers quote f.o.b. Cleveland: vanized pails, 10 qt., 2.60 per GOs. , 
No. 766 B batteries, $1.30 each for i qt., Y "¢ RS ee per 9 $3.15 per 
oon packages and $1.40 for small Gos. q ' Pp , 
ots al : : 
eerente 2 Rntterten, Me. 406 GAME TRAPS.—While early sales 
$3. 68 each for unit packages and $3.85 were light, a very good volume of or- 
eac or smaller lots. } . 
ee Geien, inne Gre. ctlt Gateer- ders has come out the past week or 
ies, 32c. each. two, and as a result sales so far are 
BOLTS AND NUTS.—Jobbers report a | ahead of last year. 
very good volume of sales. Prices are Jobbers quote gee F 
. : ctor game traps, No. ; per 
firmly maintained, and there seems to doz.: No. 1, $1.38 per doz. : Ne, th. 
be little evidence of shopping around $3.40, oe dos. ; No. 2§ 3.36 er dos. ; 
: . . eida jump traps, No. 9 per 
by buyers with the intent of securing dos.: No. 1, $1.83 per dos: No. 1%, 
concessions. $2.83 per doz.; No. 2, $4.38. per doz. 





Business Increasing in Cleveland 
Territory—Collections (,ood 
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GLASS BAKING WARE.—Retailers 
are placing orders for fall stocks, and 
business shows a fair gain over earlier 
in the fall. 


Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 aqat.. 
$1.17; 2 qt., $1.33; 2% aqt., $1.66: 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates.—8 in., 50c.: 9 in., 60c.; 
10 in., 67e. 

Bread Pans.—No. 212, 60c.; No. 214, 


gq 
"Utility. Dishes.—No. 231, 67c.: No. 
gh —2 cups, $1.67; 4 cups, $2: 
6 cups, $2.33. 
HANDLES.—Ax and hatchet handles 
are in fair demand, but agricultural 
tool handles are quiet. 


Jobbers quote f.o.b. Cleveland, 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz. 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.- 
No. 7, 90c. per doz., finest growth 
hickory, $1.50. 

Hay Fork Handles. -— Straight, 
chucked and bored, XX 4%, ft., $3.75 
per doz.; 5 ft., $4.50 per doz.: bent. 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handies.—Bent, XX, 
4 ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.; X, bent 4 ft., $2.80 per doz.: 
4% ft., $2.90 per doz. 

Garden Hoe Handles. —XX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., ‘$1. 50 per 
OZ. 

Garden Rake ee? XX, 6 ft.. 
$6.25 per doz.; No. $2.65 per doz. 

Shovel Handles. By pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz. : D handle, $5.60 per 
P Spade Handies.--X grade, $5.50 per 
OZ. 


INCUBATORS AND BROODERS.— 
A moderate volume of business is being 
booked for early spring shipment. 


Cleveland jobbers quote incubators 
and brooders at 35 per cent off for 
factory shipment and 30 per cent off 
for mill shipment. 


NAILS AND WIRE.—The demand is 
only fair. Prices are firm. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
— $2.90 per keg for less than car 
ots 

Jobbers quote as follows’ from 
stocks: 

Nails.—-Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3. 45 per 
100 lb.; No. 9 annealed wire, $3 per 
100 lb.; cement coated nails, $3 per 
100 Ib.: : polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 
$3.95 per 100 lb.; miscellaneous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod spools, Ly- 
man, 4 point cattle wire, $3.25: same 
hog wire, $3.50; American special hog 
wire, $2.50. 


OIL COOK STOVES.—Prices that pre- 
vailed the past season have been re- 
established for next year by some of 
the manufacturers, and jobbers are 
now taking orders. 


Cleveland jobbers quote oil cook 
stoves f.o.b. Cleveland as follows: 

Karogas, standard 2- burner, $11. 50 
ea.; 3 burner, $14.75 ea. 4-burner, 
$18.75 ea.: Giant, 3- burner, $17. 50 ea. 
4-burner, $22.: 50 ea, Cabinet shelves, 
2- burner, $3. 60 ea. : 3-burner, $4.25 
ea. ; 4-burner, $5.25 ea. Nesco stoves, 
2-burner, $11.50 ea. ; 4 burner, $14.60 
ea.; 4-burner, $18.6 ea. Cabinet 
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shelves, 2-burner, $3.50 ea.; 3-burner, 
$4.30 ea.; 4-burner, $5.35 ea.; Harvard 
Range, $48.00. Nesco Rollo, $59.85. 


OVENS.—Not much business in ovens 
is being booked for next year’s de- 
livery. 

Cleveland jobbers quote ovens f.o.b 
Cleveland as follows: 

Huenefeld line Boss No. 055, plain 
door, $2.90; No. 755 glass door, $3.70 ; 
No. 75 blued front, $3.15; No. 750, one 
glass door, $3.15; Princess, No. 4, 
$1.35; Prize, No. 5, $1.90; Prize No. 
10, glass front, $2.40. 

Security No. 45, $3.80; No. 40, $3.20; 
No. 30, $3.00; No. 25, $2.45; No. 50, 
$1.35. 


PAINTS AND OILS.—Painters’ sup- 
plies are in fair demand for early ship- 
ment. Considerable fall painting is be- 
ing done. 

Cleveland jobbers quote as follows: 

Mixed paints, regufar shades, best 
grade, $2.95 per gal, for 1 gal. cans. 
Outside white, $3.15 per gal, in 1 gal. 
cans, 

Turpentine in bbls., $1.15; less than 
bbl., $1.22 per gal. 

Linseed oil in bbls, $1.05; less than 
bbl., $1.20. iled, 3c. extra per gal. 
White lead, in 100 lb. kegs, 15%4c. per 
Ib.: in 50 and 25 lb, kegs, 15%%c. per 


_ Ib! in 12% Ib. kegs, 15%c. per Ib. ; in 
500 Ib. lots 10 per cent discount; 
other prices are net. 

POULTRY NETTING AND WIRE 

CLOTH.—A fairly good volume of or- 
ders is being taken for both lines. 

Prices have been advanced from 5 to 

15 cents per 100 sq. ft. on both black 

and galvanized wire cloth. 

Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.: 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14 mesh galvanized, 
$2.45 per 100 7 ft.; 16 mesh, $2.75 
per 100 sq. ft.; bronze 14-mesh, $5.50 
per 100-ft. rolls; 50-ft. rolls 10 cents 
additional. Poultry netting, galvan- 
ized after weaving, 50 and 7% per 
cent off list; galvanized before weav- 
ing, 50, 10 and 7% per cent off list. 

PREPARED ROOFING.—The long 
spell of bad weather has caused a 
heavy demand for prepared roofing, and 
jobbers have had trouble in getting 
shipments as fast as needed. Prices 
are unchanged. 

Cleveland jobbers quote slate sur- 
face roofing at $2.10 per roll; common 
grade smooth surface roofing at $1.25 
per roll; high grade smooth roofing 
at $1.60 per roll. 

RADIO EQUIPMENT.—A heavy de- 

mand has developed for new models of 

radio sets, and some of the manufac- 
turers are far behind on deliveries. 

There is also a strong demand for 

socket power apparatus, including 

chargers and battery’ eliminators. 

Cone-type speakers are also in very 

good demand. 


ROPE.—Some orders are being taken 
for spring shipment. Prices are un- 
changed. 

Cleveland jobbers quote best grade 
of manila rope at 23%c. per Ib. for 
factory shipment and 24c. per lb. for 
stock shipment; sisal rope, 15%c. per 
lb. for factory shipment and 16c. for 
shipment from stock; folder twine, 
21 oz. and coarser, lic. per Ib. 


SHOVELS.—The demand is fair, being 
about normal for this season of the 
year. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: No. 
2 fourth grade, $10.50 per doz. in full 
bundles; No. 2 third grade, $12.50 per 
doz.; solid shank shovels, Sycamore, _ 
$12 per doz. in full bundles. Ruf-nek 
black finish, $13.50 per doz.: first 
grade shovels, $16 per doz. 
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SLEDS.—These are now showing con- 


siderable life after having been in- 
active for some time. 
Cleveland jobbers quote sleds as 


follows: Flexible Flyers, 334% per cent 
off list f.o.b. Cleveland and 35 per 
cent off list f.o.b. factory. Lightning 
Glider, 32 in., $12.50 per doz.; 34 in., 
$14.25 per doz.; 36 in., $16.35 per 
doz.; 40 in., $18.40 per doz.; 45 in., 
$22.25 per doz.; 58 in., $26.15 per doz, 


STEEL SHEETS.—Galvanized sheets 
are moving well. Hardware jobbers 
have stocks purchased before the mill 
advances, and have not made a corre- 
sponding advance in warehouse prices, 
although they are not quoting the 
prices that prevailed a few weeks ago. 


We quote from jobbers’ stocks, f.o.b. 
Cleveland: Galvanized sheets, 24-gage 
_ per 100 lb.; 28-gage, $5 per 106 


STOVE ACCESSORIES.—Stove pipe, 
elbows and stove boards are moving 
well. Prices are unchanged. 


Jobbers quote f.o.b. factory: Stove 
pipe in crates of 25 lengths, Security 
blued 28 gage, 3 in., $2.85; 4 in., $3; 
5 in., $3.46; 7 in., $4.05. 

Elbows, Security blued, corrugated, 
28 gage, 3 in. $1.02; 4 in., $1.14; 5 in., 
$1.25; 6-in., $1.38: 7-in., $1.88; all per 
dozen. 

Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 
28 in., $8.30; 30 in., $9.70; 32 in., 
$11.45; same, wood lined, 24 in., 
$11.20 per doz.; 26 in., $13.25; 28 in., 


$15.50; 30 in., $18 and 33 in., $21.30; 
oblong, wood lined, 18 x 24 in., $9.95 
per doz.; 18 x 30 in., $12.50; 20 x 30 


in., $15.10; 24 x 36 in., $16.60; oblong, 
paper lined, 18 x 24 in., $6.45; 18 x 30 
in., $8; 20 x 30 in., $9.45; 24 x 36 in., 
$10.10. 

Coal hods, galvanized, 17 in., $4.75 
per dozen for open models; 18 in. 
$5.30 per dozen; 17 in., closed with 
funnel, $6 per dozen. 


Furnishing the Figures 
to Your Customers 


Of what articles do you sell the 
greatest quanities, Mr. Hardware 
Merchant? 

Of what articles 
greatest tonnage? 

During what hours of the day is your 
store the busiest in waiting on cus- 
tomers? 

It would be interesting to all the 
readers of your advertisement if you 
would dig this information out of your 
records and present it to the public 
through the medium of your ads. Most 


do you sell the 
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people would, in fact, find an ad based 
on this information much more inter- 
esting than any other kind of an ad 
you could run, and such an ad should, 
therefore, prove to be much more ef- 
fective than an ordinary ad. 

You could, too, base a very interest- 
ing window display on this informa- 
tion. You could arrange samples in 
your display of the articles of which 
you sell the most, odd articles which 
are called for most rarely, articles of 
which you sel] the greatest tonnage and 
so on. Such a display would stimulate 
interest in these articles and help you 
to sell more of them. 


New L & H Electries Air 
Heaters 


Wherever heat is needed by the room- 
ful, that’s where the new L & H Elec- 
trics Air Heaters do their work best. 
These are manufactured by the A. J. 





Lindemann & Hoverson Company of 
Milwaukee, Wis., producers of L & H 
Electrics Ranges and Appliances. 

Efficiency, sturdiness and good ap- 
pearance are the outstanding features. 
Each is made of steel with cast iron 
legs, finished in antique brass. 

They are ideal for use in the home, 
in offices, theaters and ticket box offices. 

L & H Electrics Air Heaters are 
made in two sizes—a sixteen-inch and a 
twenty-eight-inch. The smaller type is 
made for 115-125 volts, and can be had 
in 1000, 2000 and 3000-watt sizes. The 
same sizes built for 220-230 volts also 
for these three wattages. The large 
type air heaters are built for 220-230 
volts only, made to consume either 
4000, 5000 or 6000 watts. 








Stanley Works Offers New Tool Display 


As a merchandising aid to hardware merchants the Stanley Works, New 
Britain, Conn., is offering to the trade the Stanley Tool Display No. S150, a 





six-color outfit which is espe- 
cially attractive. 

The nature of this new dis- 

_ play is such that it can be used 




















the year around, either in the 
window or on the counter inside 
the store. It consists of three 
pleces, so made that they can 
be used separately or as a unit. 




















STANLEY The center unit is 20 inches 

TOOLS; wide and 30 inches high. The 

o side pieces measure 16 inches 

ati in width and 25 inches in 

| a ss height. Each piece has a strong 








easel on the back. The entire 
display is furnished on heavy 


cardboard so that it will hold its shape and design indefinitely. 
The three pieces aré packed in one carton for easy shipment. 
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Last Week’s Warm Weather Put Pep Into 
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New England Retail Hardware ‘Trade 


(Boston office of HARDWARE AGE) 


cently in Worcester, Mass., and in parts of Vermont, it did 


LTHOUGH the first snow of the season was experienced re- 


not amount to anything. Most of the past week was favored 
with summerlike weather, which allowed a tremendous amount of 
outside work to be accomplished in cities, towns and in the country, 
and put considerable pep into New England retail hardware mer- 
chandising. Most of the things bought from the retail dealer came 
under the classification of standard merchandise. The impulse of 
public buying naturally is reflected in the jobbing hardware market. 
In fact, jobbers report that the major portion of their current sales 
are of standard stuff, and that they are running comfortably ahead 
of those for the corresponding period of last year. 

On the other hand, the jobbers still maintain that retail dealers 
are evincing little interest in futures, particularly of spring goods. 
There is an improvement in bookings of orders for holiday goods, 
but it is slight and the task of getting the retail trade to anticipate 
their requirements is a slow and painful one. While they are dis- 
appointed in the scope of retail interest in futures, jobbers ad- 
mit that if they were in the retailers’ position they would do as he 
is doing. It is stressed, however, that the putting off of future 
buying can be overdone just as readily as anything else can be over- 
done. It is maintained that it is safer for the retailer to anticipate 
at least a part of his future hardware requirements than it is to 
leave such buying until the very last minute and trust to luck on 
securing merchandise. The retail trade in general appears to be 
giving much more thought and time to window dressing than last 
year, and possibly that fact accounts in a large measure for the 
upward tendency of the turnover curve. 


GUNS AND AMMUNITION.—tThe sea- 
son on pheasants, ruffed grouse, Hun- 
garian partridge, woodcock and other 
small game is open, and the season on 
rabbits and coons opens Nov. 1. Many 
hunters are out in the brush and woods 
each day, and that means that retail 
hardware dealers are having a greater 
call for guns and ammunition, particu- 
larly the latter. 


We quote from Boston jobbers’ 
stocks: 

Drop Shot.—B and larger, $3.05 per 
bag net; Boy Scout, $4.65 per case. 

BLANKETS.—Although weather con- 
ditions of late have been more sugges- 
tive of summer than of fall, local shelf 
hardware jobbers have managed to 
round up some good orders for blank- 
ets, robes and shawls. 

We quote from Boston jobbers’ 
stocks: 

Biankets. — Stable, kersey, $1.65 
each net; burlap, $2.40 to $3.35. Street 
blankets, $2.25 to $6.85. 

Robes.—Plush automobile, 52 x 70 
n., $6.88 each net; 72 
wy Woolen automobile, 52 x 72 in., 


Shawls.—Frin ed, motor, 52 x 70 in., 
$8. 75 each net; 64 x 70 in., $4.25; 54 x 
76 in., $5.75. 


CHRISTMAS TREE ACCESSORIES. 
—Retailers are still showing a rather 
lively interest in Christmas tree acces- 
sories. It is quite evident that the 
trade feels the spirit of Christmas is 








as dear to the youngsters today as in 
our forefather’s day, notwithstanding 
the many things young folks have 
these days to entertain them. 


We quote from Boston jobbers’ 
stocks: 

Christmas Tree Holders. —Standard 
makes, $6 per doz. ne 

Electrical Lighting Outfits.—No. 84, 
eight bulbs, Mazda, $1.45 net per out- 
fit; No. 8008, carbon, 90c.;: No. 188F, 
fancy bulbs, $1.40. 


Stars.—No. 302, in lots of less than 
ten, “ each net, in lots of ten or 
more, 15¢e., 


Reflectors.—No. 303, in lots of less 
than ten, 4c. each net; in lots of 
100, 3%c. 


EGG CARRIERS.—There is a small yet 
persistent demand for egg carriers. 
People, especially mothers and fathers, 
appreciate the value of fresh eggs. 
More and more farmers and poultry 
producers are sending eggs direct to 
the consumer each year, which accounts 
for the sustained demand for egg car- 
riers. 


We quote from Boston jobbers’ 
stocks: 

Egg Carriers.— New model ose 
crates, metal, capacity 1 doz., 88c 
each net; 2 doz., $1.05; 3 doz., $1.23; 
4 doz., $1. 40; 6 doz., $1.75. Regal, ca- 
pacity , J e res, l4c. each net; 30 
e ‘ eges, 47c.; 100 eggs, 
84c food with fillers, capacity 15 
ion. $1.95 each. Poultry shipping 
crates, $1.68 each. 


EXTINGUISHERS.—With ponds, wells 








and town and city water supplies lower 
than they have been in many months, 
the need of better protection for the 
home, barn and garage is apparent. It 
should be a comparatively easy matter 
for the retail dealer to interest his com- 
munity in fire extinguishers. 


We quote from Boston jobbers’ 
stocks: 

Fire Extinguishers. — Pyrene, $12 
list each; discount 33% per cent. 
Liquid, in quart cans, $1 each list: 
discount 33 per cent. 


FOOD CHOPPERS.—Certain _ retail 
dealers, during the preserving season, 
cleaned up well on food choppers. It 
has been necessary for them to re- 
order. Purchases are conservative, 
however, because of the advanced stage 
of the preserving season. 


We quote from Boston jobbers’ 
stocks 

Food Choppers.—Russwin, No 
$18.23 a doz. net; No. 2, $22. t No’ 
3, $28.35. Universal line, No. 0, $1.25 
each net; No. 1, $1.52: No. 2” "$1.86; 
No. 3, $2.37; No. 323, $2.20; No. 331; 
$3.38; No. 333, $3.72; No. 304, $5.91; 
No. 344, $9.45. 


HAMMERS.—AIl kinds of hammers are 
selling, although not briskly. The aver- 
age retail dealer is operating on the 
theory it is better to keep a small and 
well-balanced stock rather than a big 
stock of hammers. They are constantly 
in the market with filling-in orders. 


We quote from Boston jobbers’ 
stocks: 

Hammers.—Nail, Stanley, No. 15, 
13-oz., 1.14 net each: 16-oz., $1.20. 
No. 12, 13-0z., 98c.; 16- oz., $1.03. 

Machinists’— Stanley, No. 36, 6-0Z., 
77c. each net; 8-oz., 77¢.; 12-0z., 77c.; 
16-0z., 79c.; 20-02... 86c, : 24-02.. 92¢. 

Heavy Hammers, etc.—Heavy, un- 
der 5 lb., 50 and 10 per cent dis- 
count; over 5 Ib., 60 per cent dis- 
count. Stone hammers, 60 per cent 
discount; wood choppers, mauls, 60 
per cent discount. 


HOCKEY STICKS.—Jobbers here note 
an improvement in the buying of 
hockey sticks. Last year, owing to. 
more or less skimpy supplies, jobbers 
had difficulty in filling all requests from 
retail dealers. This year, it is under- 
stood, they have an ample supply on 


hand. 


We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.—Scout Jr., $3.30 per 
doz. net; Boys’ X, $5; Men’s / Ef. 
Men's xx, $10.40; special, $15; Boys’, 
3a doz. net; Boys’ special, $5; 
Amateur, $8; Championship, $11; spe- 
cial, $11; No. 25, $2 per doz. net; 
No. 50, $3. 50; No. 75, $6; No. 100, $8, 

— —Standard makes, $2 a doz. 
ne 

Pole Sticks.—-No. H, 95c. a doz. 
net; No. G, $1.50; No. C, 33.76. 


ICE CREEPERS.—The market for ice 
creepers is waking up, but retail buy- 
ing has not assumed sizable propor- 
tions as yet. 
be quote from Boston jobbers’ 
oe "Creepers. —Featherweight, Nos. 
3 and 4, $4 per pair net; Newark, 


$3, $b: Union, $1. 60; Eagle, $1.35; 
Neverslips, men’s, $2. 44, lady’s, $2. 44. 
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KEGS.—Most of the retail trade cov- 
ered their keg requirements some time 
ago. Certain firms, however, who 
thought they had done so, have been 
obliged to re-order, and current activity 
is of the re-order nature. 


ieee. quote from Boston jobbers’ 
stoc 

Ke s.—Oaktite line, varnished and 
sealed, $1.40 each net; 10 gal., 
2; 15 gal., $2.25; 20 gal., $2. 50; 25 gal., 
3; 30 gal., $3.20; 50 gal. ie $4.20. 


LETTER BOXES.—In certain locali- 
ties people are installing new letter 
boxes before winter sets in. That fact 
is reflected in the movement of stock 
over retail counters, and in turn in the 
local jobbing market. 

We quote from Boston jobbers’ 


stocks: 

Letter Boxes. — Corbin line, No. 
2417, $8 per doz. net; No. 2406, $8. 65; 
No. 2416, $12; No. 2418, $12; No. 2, 
14.50; No. 4, $18; No. 2437, $5.40. 

essler rural delivery, $11.50 per P 
doz. net. 


POULTRY SUPPLIES.—Local jobbers 
announce a change in the discount on 
mill shipments of poultry netting. The 
new discount is 50 and 10 per cent, 
which compares with 50 and 15 per 
cent heretofore. Prices on poultry sup- 
plies otherwise remain unchanged. 
Jobbers are well booked up on brooders 
and incubators. 

SASH CORD.—Steady buying of all 
kinds and makes of sash cord is noted, 
thanks to the mild weather, which has 
permitted active building operations. 
Then, too, there is a considerable ton- 
nage of sash cord going into replace- 
ments just now. 

We quote from Boston jobbers’ 


stocks: 

Sash Cord.—Sampson spot, No. 7, 
69c. a lb. net; Nos. 8, 9 and 10, 68c. 
Acme, No. 6, 45c.; No. 7, 43c.; Nos. 


8, 9, 10 and 12, 42c., 

SIDEWALK CLEANERS.—Orders for 
sidewalk cleaners are beginning to fil- 
ter into the Boston jobbing market. 
Wholesale houses infer that buying so 
far this season has been noticeably 
backward. It is believed, however, re- 
tail stocks are limited and that more 
business will be placed in Boston be- 
fore long. 


We quote from Boston jobbers’ 
stocks 

Sidewalk Mg eg — Wallingford 
a No. + a Tee e. a pe doz. net; 

No. 1C, $12. 40; No. 


SKATES. ina atl one reports are 
had from the jobbing trade regarding 
the buying of ice skates. Demand is 
running to a rather wide range of mer- 
chandise, with outfits still the best sell- 
ers, comparatively speaking. 

adie quote from Boston jobbers’ 


— “ekates. ao line, men’s, No. 


oe! No 1.36 mare net: No. 424 
Ss F a . 1; No. 1924%, $3.12: 
4, .; No. 1624%, $1.24; No. 
1824, oo. ig ‘oe and figure, No. 
Sire $2.69. Canadian hockey, No. 
A he No. 7, $1.67. Ladies, No. 
No. 5624, 1.17; oo 66247" 

$14 49; “No. Tiras * 1.92; No. 5924 
No. 524%, $1.62. Children’s bob 

Seatee. 45c. 

Roller Skates.—Union line, No. 2, 
75c.; No. 


70c. net per et No. 3, 
10, $1.10; No. 5, $1.45. 


SNOW SHOVELS._-Orders for snow 
shovels are flowing into jobbing chan- 
nels more freely. In fact, buying has 
been more active the past week than 
in any previous fortnightly period, and 
local wholesalers are quite encouraged. 
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Two numbers of the Rugg line, Nos. 
78% and 78, appear to have unusually 
large sale. 

We quote from Boston jobbers’ 
stocks: 

Snow Shovels. — Wooden, boys, 
without tip, $2 per doz. net; with tip, 
$4; No. 674%, with tip, $4. ‘80; single 
steel tip, $7. 30: double steel tip, $8.60; 
malleable steel tip, $9.70; Crescent, 
$10.20; Pathfinder, $10.20. 

Steel Shovels.—Rugg, No. 78, 
handle, $4.20 per doz. net; , 
long square handle, $5.20; No. 78%, 
split wood D-handle, $5. 20: malleable 
D-handle, $5.20. Spring steel, black, 
No. 25, $10.30; No. 29, galvanized, 
$11.65. Ames, wood D-handle, $10.75; 
long handle, $9.50. 


SWEEPERS.—Although we are living 
in an electrical age, the so-called old- 
fashioned carpet sweeper has appar- 
ently lost none of its popularity. At 
least current retail buying would sug- 
gest so. There is also an excellent de- 
mand for toy sweepers. 


We quote from Boston jobbers’ 
stocks: 

Sweepers.—Carpet, Grand Rapids, 
ball-bearing, japanned, $44 per doz. 
net; nickeled, $48; Standard, ja- 
panned, $36; Universal, japanned, 
$42; nickeled, $46; American Queen, 
$54; Parlor Queens, 


Toy Sweepers.—Per gross, Little 
Jewell, $119; Little Queen, $41. Per 
or Little Gem, $3.75; Bissell, Jr., 


TAPS AND DIES.—With the average 
New England machine shop steadily 
becoming more active, there is a larger 
call for taps and dies, and the retail 
hardware dealer in this territory evi- 
dently is securing his share of the busi- 
ness. 


We quote from Boston jobbers’ 
stocks: 


Taps. — Winter Bros. line, hand 
taps, smaller than % in., 50 and 10 
per cent discount; 4% to % in., 40 per 


cent discount; to % in., 33% per 
cent discount; 44 to 1 in., 25 per cent 
discount; 1% to 2 in., 15 per cent dis- 
count; 2% to 2% in., list plus 10 per 
cent. Machine screw taps, No. 13 
and smaller, 50 and 10 per cent dis- 
count; No. 14 and larger, 40 per cent. 
stove bolt taps, # in., 50 and 10 per 
cent; % in. and larger, 40 per cent 
discount. Nut taps, ~ to 1 in., 30 
per cent discount; 1% to 2 in., 10 per 
cent; 2% to 2% in., list plus 10 per 
cent. Pipe taps (right hand), % to 
1 in., 60 per cent discount; 1% to 2 
in., 65 per ~ § to 3 in., 45 per 
cent; 3% to 4 in., 30 per cent. Pipe 
taps (left hand), % to x in., 33% per 
cent discount; ie to in., 25 per 
cent; 2% to 3 in., 15 ft. cent; 3% 
to 4 in. list. Round adjustable ‘dies, 
all sizes, 20 per cent discount. Solid 
square bolt dies, 25 per cent. Solid 
square pipe dies, 35 per cent. 

Dies.—Card line, all sizes, 10 per 
cent discount. Taper, regular hand 
and spiral fluted, +, to 4? in., 55 per 
cent discount; ne to % in., 40 per 
a ta to .. 85 per cent: 34 to l 
in., 30 per saat. Machine screw taps, 
No. 12 and smaller, 55 per cent dis- 
count. 


VENTILATORS.—-Jobbers’ reports on 
ventilators are almost uniform. There 
is a steady flow of merchandise out of 
jobbers’ stocks, yet the average retail 
dealer is buying in conservative quan- 
tities. 

We quote from Boston jobbers’ 
stocks: 

Window Ventilators. — Continental 
wooden) No. B397, $4.60 per doz. net; 
No. V1537, $6.12. Diamond E (metal) 
No. 02, $5.20 per doz. net; No. 10, 
$6; No. 3, $6.80; No. 4, $8; No. 5, 
$8.80. 


GARAGE HARDWARE.—Local job- 
bers are now quoting No. 1774J hold- 
ers at $1.50 per pair net, contrasted 


51 


with $1.35 heretofore. Prices on other 
garage hardware remain unchanged. 
iF quote from Boston jobbers’ 
stock 


Garage Hardware.—Sets, No. 1776J, 
$2.25 per pair net. Holders, No. 


1774J, $1.50 per pair net. 
SCREWS.—Jobbers here have issued 
new discounts on wood screws. They 


are now 20, 10 and 10 beyond the print, 
whereas heretofore the discount was 20 
and 10 per cent. 


Instalment-Selling 


(Continued from page 23) 








Conservative Financial Principles 
Are Undermined 


By William H. Pouch, President, Con- 
crete Steel Company, New York, Presi- 
dent, National Association of Credit 
Men 

. I firmly believe that instalment sell- 
ing went too far last year for the best 
interests of the country. I think that 
some of. our conservative bankers 
realized that condition and have at- 
tempted to curb the excesses and have 
been successful to some extent. 

As to whether, etc., it would be very 
difficult for manufacturers to control 
the situation, because they evolved the 
system in order to obtain production, 
and as it has been successful for that 
purpose, I doubt whether they will 
change their opinion. Therefore, I be- 
lieve it is the duty of the banking in- 
terests to apply the brakes and con- 
serve the credit facilities of the coun- 
try on a safe and sound basis. 

Instalment selling, in my opinion, 
does not tend to stabilize production: 
on the other hand, I believe that it is 
an inducement for inflation to allow 
people to spend more money than they 
earn. 

The buyer should most assuredly 
save before spending. It is a very 
dangerous principle, I believe, to teach: 
the public to spend their future in- 
comes. For many generations our lead- 
ing bankers and captains of industry 
have been urging people to deposit 
their savings in a savings bank, take 
out life insurance to protect themselves 
and their families in the future, and 
buy homes so as to become property- 
owning citizens. During the past year 
this has all changed and the instalment 
fiend now aims to upset all these con- 
servative principles and preach a policy 
of spending to the limit and mortgag- 
ing future incomes for the sake of in- 
creasing his production. 

Undoubtedly instalment selling does 
increase production, and increased pro- 
duction brings high wages, and high 
wages, if not properly controlled, may 
mean reckless expenditures, and thus 
may bring on inflation. I would rather 
see industry proceed on a more solid 
and conservative basis, because we will 
not have so far to fall when the cycle 
swings the other way. 
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Holiday Trade Active in Northwest 


Territory—Collections Favorable 


(Minneapolis office of HARDWARE AGE) 
the Twin Cities, is fast approach- 


ing the fall and holiday season, and dealers are shaping their 
stocks accordingly. Trade in this section of the country is 

fair, with some signs of improvement. The continuous rains have 
had a deterring influence on trade and on collections. In some sec- 
tions of the Northwest grains have not yet been threshed, and in 
some localities it is very probable that no threshing will be done. 
Dealers are looking for fair business, taking the average over 
the entire section of the country. Orders are coming in slowly, 


and very few futures are being 


placed. But the total volume is 


fairly good; in fact, it is surprising. 


Collections show very little change in volume. 


most part are steady. 


AXES.—Sales are improving with the 
approach of wood cutting season. 
Stocks are ample for the call, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 


double bit base weight axes at $21.50; 
Plumb's Dreadnaught unhandled 
single bit, $14.50; double bit, $19.50; 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 
BOLTS. mand is_ steady, with 
stocks well assorted. Prices on carriage 
and machine bolts are slightly higher. 


We quote from jobbers’ § stocks, 





f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BUILDERS’ HARDWARE. — Demand 
for finishing hardware is steady, with 
a fair amount of home building in prog- 
ress. Smaller homes predominate in 
the building program. 


CARPET SWEEPERS. — Demand is 
steady, showing no particular interest 
at present. Stocks are ample for the 
call, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54; Elite, $60; 
Grand Rapids, japanned, $44; Grand 
Rapids, nickeled, $48; Grand sweeper, 

17 in., $60; Parlor Queen, $56; Prin- 
cess, $50; Universal, nickeled, $46; 
japanned, $42 per doz. net. 


COAL HODS.—Sales are showing up 
better, with stocks well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.75; 18 in., $4.25; 
japanned funnel, 17 in., $4.80; 18 in., 
$5.25; galvanized open, 17 in., $5.25; 
18 in., $5.80; galvanized funnel, "17 
in., $5.80; 18 in., $6.70 per doz. net. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Demand is still fair, 
with ample stocks from which to draw. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead, 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3-in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3-in. el- 
bows at $1.73 per doz. net. 


FIELD FENCE.—Call is not very 
heavy, but steady. Stocks are ample 
for present needs, with prices firm. 


Prices for the 








We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26-in. 10-ga. top 
and bottom 12%-ga. intermediate 
type of fence at $30.04 per 100 rods, 
with other sizes and weights in pro- 
portion, 

FILES.—Demand is fairly good, with 
stocks well assorted. Dealers are buy- 
ing frequently to keep stocks assorted. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Sales are very 
good along some lines, with stocks well 
filled. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
No. 3, $9. AS; heavy — No. 1, 
$12.60; No. 2, $13. 80; No. 3 $15; Stand- 
ard 10- -qt. pails, $2. 70; i2- -qt., $3.05; 
15-qt., $3.40; stock pails, 16-qt., $5, 
and 18-qt., $5.50 per doz. net. 

GLASS AND PUTTY.— Demand is 
very good, with the home owner pre- 
paring his storm sash for winter, and 
for new work in progress. Stocks are 
being kept well filled, for the harvest 
season is on in this line. Prices are 
steady and firm. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and ‘strictly 
pure putty in 50-lb. drums at $4.85 
cwt. net. 


HAMMERS AND HATCHETS.—Call 
for small tools from the mechanic is 
fair, and there is a good demand from 
home owners. Stocks are being kept 
well assorted. Prices are steady and 
unchanged. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. HF- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, _ 50; No. 2 claw, 
$13.75 per doz. net. 


MILK CANS.—Call in this line is slack- 
ing off with the approach of winter. 
There is, however, always a steady 
market in this section of the country. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.65 each; 8-gal. at 
$3.15 each, and 10-gal. at $3.25 each 





net. 


Reading matter continued on page 54 
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SASH CORD AND WEIGHTS.—De- 
mand is fairly good, with prospects of 
being steady for several weeks. Stocks 
are ample, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb. and second grade at 
374%c. lb.; cast-iron sash weights at 
$2.10 cwt., net. 


SCREWS.—Sales are well up to the 
average. Dealers are buying carefully, 
with prices holding firm. 


We quote from jobbers’ stocks, 
¢ f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%-10 per cent; 
flat head, brass, 77%-10 per cent; 
round head, brass, 75-10 per cent 
from lists. 


STOVE SHOVELS.—Demand is fair, 
with stocks ample. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned, 14%-in. 
stove shovels, 50c.; japanned Jumbo 
21%-in., $1.55; japanned Jumbo Jr., 
14-in., 85c. doz., net. 


TIN.—Sales are fairly good, with 
stocks well filled. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL 
20 x 28 tin at $14.50, and IC, 20x 28, 
8-lb. coating roofing tin at $15.25 per 

Ox. 


TORCHES.—Sales are steady, with 
stocks in good condition. Prices have 
not changed. 


=e quote from jobbers’ stocks, 
f.o Twin Cities: Turner Master 


No. 43, qt., $5.76; No. 45, at., 
$6.53; No. 47, qt., $7.08; No » Gee 
$7.48; No. 49, qt., $8.54; No a 
(flat), $6. each. Turner Standard 
Line, No. 8, qt., $5.35; No. 14, qt., 


6.79; No. 93, at., 
$7.42; No. 105, qt., $4.88; No. 205, qt., 

$5.25 each. Turner firepots s, No. 53, 

$7.20; No. 63, $7.97; No. 66, $10.18; 

No. 76, $7.13; No. 34, $8.67 each net. 
WEATHER STRIP.—tThis stock is very 
much in demand at the present time, 
and dealers are keeping their stocks 
well rounded out. Prices are steady and 
firm. 


We quote from _ jobbers’ | stocks, 
f.o.b. Twin Cities: Wood and felt, 5, 
in., $1.85; % in., $1.85; 1 in., $2. 60; 
pri ee | $4.85, and Bosley’s, $.25 per 


WIRE.—Call for wire is fair, with 
some demand for smooth wire for con- 
struction purposes. Fence wire is sell- 
ing at a fair rate. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 ngs 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool; lva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 
per 80- rod spool; smooth black wire 

9, $3.25 ert and Sevens 
smooth wire No. 9, $3.70 cwt. 


WREN Cant thciend for wrenches 
is fair, with stocks well filled. Prices 
show no changes. 


We quote from jobbers’ stocks 
f.o.b. —— Cities: paste cultural 





wrenches, in., 4.80; -y in., $6. 
12 in., $7. 25 per nm net eats 
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More Sales! 


The Viko Gift Day Deal will bring them. Just 18 
items—all different; all best-sellers; each packed 
in beautiful gift carton. Small investment, quick 
turnover, no leftovers, and a handsome margin. 
Use the coupon opposite and get all the particulars. 
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If you want to sell lots more alumi- 
num during the Holidays, mail the 
coupon below or “ask your job- 


ber” about Viko in Gift Day boxes. 
Dealers—Ask Your Jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 
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Information Coupon 
Aluminum Goods Manufacturing Company, Manitowoc, Wis., U.S. A. 
Gentlemen: Please send full details about Viko Gift Day Deal. Our jobbers are: 


Jobber’s Name... 
Addvress................ 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 19, 20, 21, 22, 1926. 
Headquarters, Hotel Ambassador. 
Charles F. Rockwell, secretary, 342 
Madison Avenue, New York City. 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, about 
the middle of February, the exact date 
to be determined later. Henry S. 
Hitchcock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS AND VIRGINIA RETAIL HARD- 
WARE ASSOCIATION JOINT CONVENTION, 
June 7, 8, 9, 1927. Place of meeting to 
be announced later. Arthur R. Craig, 
secretary-treasurer of the Carolinas 
Association, 804-806 Commercial Bank 
Building, Charlotte, N. C. Thomas R. 
Howell, secretary of Virginia Retail 
Hardware Association, 301 E. Grace 
Street, Richmond Va. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, Ill. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 


Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 





MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 
ager. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 


NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1926. Headquarters, 
Hotel Ambassador. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 1927. 
Headquarters, Cornhuskér Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. Geo. A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CON- 


VENTION AND. EXHIBITION, es 
Feb. 15, 16, 17, 18, 1929 B. 








Carson, secretary, 411 Mutual Home 
Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Bldg., Philadelphia. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 


SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 34th Street, Min- 
neapolis. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND EX- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, 
Atlanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 








Reading matter continued on page 56 
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\q Put an end 
to old-fashioned window troubles 


Say “good-bye forever” to poor venti- 
lation—to windows that warp, stick 
and rattle. 


AiR-Way is the modern way to 
flood the home with sunshine and fresh 
air. Nointerference whatever with 
screens or draperies. Opened, partially 
or all the way, the full width and depth 
of the window frame is unobstructed, 
as shown in this illustration. Closed, 
the windows are weather-proof and 
rattle-proof. 


Save money and trouble by writing today. 


Here indeed is perfect ventilation the 
year round for bedrooms, sleeping- 
porches, kitchens, dining-rooms— every 
room in any house, apartment or insti- 
tution. 

Architects, builders and contractors, 
approve the modern, R-W method of 
hanging AiR-WaggMulcifold Win- 

OWS. ia) 

Do not hesitate to ask R-W engin- 
eers to help in solving.window installa- 
tion problems. Thé (0 obligation. 
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\NHanevrertorany Door that Slides 
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Showing the effective way in which the Mahoney Hardware Co., Fostoria, Ohio, dresses up a pre-holiday vacuum cleaner 
window display. Note that the entire window has been given over to the display of a vacuum cleaner, attachments, 
etc., in homelike surroundings 


Display Well and Sell Much 


Begin Now to Plan Your Christmas and Holiday Window Displays— 


Some Suggestions and Timely Hints 


from an Expert 


NE of the most important problems confronting 

the hardware dealer right now is planning the 

use of his windows between Thanksgiving, more 
Christmas. For that is the season when windows, more 
so than any other time, are powerful factors in the 
process of making sales. But the dealer who doesn’t 
think in terms of window selling throughout the year 
finds it difficult to think clearly in terms of window 
selling at that rush hour. His problem lessens, how- 
ever, when he applies himself rightly to solving it. 


Intensive Buying 

There are four weeks of this period of intensive 
selling—buying, rather. The lines from which the bulk 
of December volume will come are toys, sporting goods, 
tools in holiday wrappers, labor-saving household ap- 
pliances and, for the man who handles it, radio. This 
merchandise, tnerefore, has undeniable right to share 
of window space. 

Let us assume that there is just one window, even 
though nearly every store has two or more. Having 
decided upon the merchandise, the next step is to 
determine the order of showing it, bearing in mind 


that a window can tell just one story—no more—at a 
time. If the window displays toys, have it display toys 
exclusively. If it is outdoor sports equipment, it shall 
be that exclusively. Any attempt to make one window 
talk, for instance, both labor saving and games, or 
sport, will fail—it simply can’t be done. 


Differentiate Your Displays 


The order of showing is largely a matter of choice, 
though there sometimes are circumstances that make 
it advantageous to show a certain item at a given time. 
A suggestion would be to show outdoor sports equip- 
ment the week following Thanksgiving, providing, of 
course, that there is snow on the ground. During 
the second week the windows could display some house- 
hold labor-saving device, such as the electric cleaner 
or the washer. (And the sale of any such unit piles 
up the volume fast.) Toys are suggested for the third 
week and radio for the fourth. 

If there are two windows, two different displays are 
suggested for each week, as this will give each class 





(Continued on page 65) 
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Ample, abundant power is 
the newest demand in radio 


OUR customers are clamoring for more 

volume— for more power to operate the 
newer types of speakers. Ordinary tubes can’t 
handle so much power—they choke up like a 
flooded carbureter. 
Gold Seal high power tubes, GSX-112,GSX-171 
and GSX-Hy Mu, have been developed to meet 
this need. They are fast sellers and mean larger 
profits for you. Are you making the most of 
this opportunity? 
All Gold Seal tubes are made with the exacting 
care which has made them famous from Coast 
to Coast in record time—-making new friends all 
the time. You should be sharing in their success. 


If not obtainable from your jobber, write us for 
particulars of our attractive dealer proposition 


Gold Seal 


Radio Tubes 


Jobbers! Some desirable territories still open. 
Full Protection, Write for particulars. 


GOLD SEAL ELECTRICAL CO. 


INCORPORATED 


250 PARK AVE., NEW YORK 
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Type GSX-171 
High power tubes 
for use in last stage 
of audio amplifica 
tion give increased 
volume 
Price $6 oO 

Look for the red ber 
















Type GXS-200a 
For use as detector 
only, giving super- 
rior strength on 
weak signals—es- 
pe ially desirable 
for distance 

Price $5 #8) 


Type GSX-112 
High power tubes 
for use in last stage 
of audio amplifica- 
tion give increased 
volume 

Price $6 5: 
Look for the red box 


Types GSX-201a 


The popular gen- 

cral purpose type, 

for amplificr or de- 

tector caiisand 

high efficiency. lypes GSX-199 
Price $2 00 and 


GS-199 


Look for the blue box 


For use with dry 
cell batteries—ideal 
for portable and 
other compact re- 
Ceiving sets 





ay Price $2.25 


ay 
“5 Look for the gree box 





Type GSX-120 
For dry cell operas 
tion used in last 


stage of audio am- 
plification it in- 
creases volume 
Price $2 50 
Look for the red box 


All Standard Types 
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4-Inch Heavy Duty Drill 
No. 1042 for 110 Volts. No. 2042 for 220 Volts. 


UNIVERSAL MOTORS FOR D. C. OR A. C. CURRENT 





























The Bulldog of '’4 Inch Drills 


Designated as a Heavy Duty Drill because it is 
motored heavy enough to more than justify it 


One of these Drills taken from stock was put through its paces. It drilled 25 
one-guarter inch holes through 1% inch cold rolled steel in 11 minutes and 22 
seconds, or an average of only 27.3 seconds per hole. ‘The motor temperature dur- 
ing this test rose only 24 degrees Centigrade. The tool itself was cool as a cucumber. 
The last five holes were drilled faster than the first five. 


That’s Characteristic performance for the complete line of Goodell-Pratt Elec- 
tric Drills. It’s the line of “More Service With Less Servicing,” and the best line 
for the hardware merchant to handle, because it’s most nearly trouble proof. 


GOODELL PRATT COMPANY Aoolsmiths Greenfield, Mass., U.S.A. 


GOODELL-PRATT 
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There is considerable inspiration in this striking window display of machinists’ tools of Graff Brothers, Inc., Pitts- 
burgh, Pa. A large number of items are shown without the confusion that results from overcrowding 


~ New Tools for Old 


WHAT WOULD YOU DO IN A CASE LIKE THIS? 


T was Saturday evening. The store was crowded, principally with machinists. The sales- 

men, hurried and harrassed, were each trying to wait on a dozen customers at one time. 

A man, obviously a machinist, elbowed his way to the counter. Waying a drill in one hand 
and gesticulating with the other, he shouted: . 

“This drill is no good—it’s defective! I want another one—” 

The man had deliberately chosen a busy hour for his dramatic entrance. He wanted to 
get a NEW TOOL FOR AN OLD ONE and he knew that a crowded store was his best 
chance. 

The salesman was at a disadvantage. If he refused to replace the tool, which had plainly 
outlived its usefulness, the store would be loudly denounced. An unfavorable impression 
would be created among the other customers. 


The man might even blacklist the store with his Union. 


TITTLLLLLLLLLLTaLL 














ERE is the way A. W. Gerstner, one of New York drill and asks for the slip given at the time of pur- 
City’s largest dealers in hardware and chase. It is not forthcoming. 
machinists’ tools, handles this very difficult “Ah,” says the manager, “how long ago did you say 
problem: you bought this drill? Two weeks ago! Surely you 
The belligerent customer with the complaint is must be mistaken—you can easily see that this drill 
promptly invited upstairs to the office of the manager. has had a great deal of hard use. Oh, perhaps it was 
This act alone tends to cool his impetuosity for the three weeks—maybe a month!” 


word “manager” conjures before his mind’s eye, the “T tell you what we will do, Mr. Customer. We will 
vision of a shrewd, forceful executive who will quickly be glad to return this drill to the manufacturer and if 
penetrate any attempt at fraud or imposition. it is defective in workmanship, they’ll replace it. There’ll 


He is received politely. The manager examines the be some delay, of course. But for our own protection 
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we are forced to let the manufacturer decide in matters 
of this kind. You can readily see how easy it would 
be for a man to secure a new tool for an old or abused 
one—or for one that was not even purchased at our 
store.” 

The manager has put his finger on precisely the 
fraud this particular workman was trying to perpetrate. 
There was nothing personal in his remarks—but they 
get home. The mechanic, much chastened, departs, and 
in all probability stops on the way out to get a new 
drill for use while waiting word on the old one. 

On the other hand, if the complaint is justified and 
the tool is obviously defective in workmanship, replace- 
ment will immediately be made from stock without any 
reference to the manufacturer. Returned goods are 
placed in a separate bin and shipped to the manufacturer 
once a year. 

Through employing the methods outlined above, the 
A. W. Gerstner company is able to keep the volume 
of returned goods at a most surprisingly low level. As 
a matter of fact, the value of tools returned in 1925 to 
one manufacturer was only $15—an astonishingly low 
figure in the case of high priced mechanics’ tools. 

In further discussing the guarantee, Mr. Schreiner, 
manager of the company said: 
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“Rightfully used, the Guarantee not only safeguards 
the Public, but is a symbol of the dealer’s willingness 
to stand back of the merchandise he sells. 

“The Unconditional Guarantee, however, is a direct 
incentive to fraudulent imposition, and costs the hard- 
ware industry hundreds of thousands of dollars yearly. 

“No reliable retailer, wholesaler or manufacturer is 
opposed to, or could afford not to replace articles which 
are defective in workmanship—but the Unconditional 
Guarantee compels the replacement at an absolute loss 
of articles which are ruined through flagrant misuse. 

“The hardware merchant is in business to sell hard- 
ware and not Guarantees. After the manufacturer has 
defined his position on the guarantee, the solution of 
the problem is clearly an individual one of the retailer’s. 
It is useless to present the customer with a definition 
of the guarantee when his object is to obtain a NEW 
TOOL FOR AN OLD ONE. When a merchant allows 
himself to be imposed upon to the extent of replacing 
a tool that has clearly been misused, he is not only 
failing to live up to reputation as a merchant but he is 
sacrificing profit at the same time.” ; 

THESE ARE MR. SCHREINER’S VIEWS ON AN 

IMPORTANT SUBJECT. WHAT ARE YOURS? 

LET US HEAR FROM YOU! 


Neighbors 


FRIEND of ours used to like to tell these two 
+ ape Each one has a powerful moral—the 
same moral. Being human is a sure ticket to 
being happy. 

Qut in one of those little western towns where the 
social activities have not yet graduated from the school- 
room dance and the Ladies’ Aid regular Wednesday 
afternoon meeting, in the Rectory, a new family came 
to live. They brought their furniture, cat and a Buick 
car——a Buick, mind you—net over two years old. The 
man was to be the professor of the new two-roomed 
brick school—the school that made the taxes jump from 
sixty-two cents on the hundred dollars to one dollar and 
ninety-four cents. His wife wore gold-rimmed spec- 
tacles and could drive the Buick. 

From the start they were not “folks.” As one native 
expressed it, “I didn’t never like her. She seemed to 
delight in making me feel cheap. Why, one morning 
she hops out with a coupla’ oriental rugs and hangs 
‘em over the clothesline, and pats ’em lovingly like— 
then, she has the nerve to smile at me over the fence. 
The nerve—as if she couldn’t see that she wasn’t one 
of us. 

“Whoever it were who proposed her fer the Presi- 
dent of the Ladies’ Aid should have known better, she 
was weak. No doubt the new woman had been a-talking 
to her. 

“When I sees her a-hanging out them there oriental 
rugs, I says to myself, ‘Her, president of our Ladies’ 
Aid. No, not her. I won’t never vote fer her. She 
ain’t one of us.’ And while they was a-votin’ that 
day, I sat in a corner, feeling mean and thinking to 
meself, ‘No, yer don’t get no ballot out of me, lady.’ 
And I didn’t, neither. 


“And then, the very next mornin’, while I was 
a-fryin’ pancakes fer the ol’ man, she comes a-stalking 
down our path, mind yer, comes right up to my door 
and says: ‘Oh, Mis’ Rumple, I’m a-bakin’ johnnycake, 
and I can’t think fer the life of me whether I put in 
sody or bakin’ powder. Which do you use?’ 

“Well, I told her, an’ lent her some sody, an’ showed 
her ’round the house, an’ introduced me husband to 
her, an’ give Tommy permission to show her his rabbits. 

“An’ when she started back, I stood inside our screen 
door a-lookin’ after her. An’ I thought, “Jimminy 
crickets, why fer land’s sake. Underneath yer oriental 
rugs you was neighborly like all the time. Why, you’d 
make a regular president o’ the Ladies Aid—why ye’r 
one of us—ye’r folks!’ ”’ 

This story may have originated in the same western 
town: 

It was on one of those days when your nose shines 
like a nigger’s heel; hot, dusty and irritable-like. It 
was Circus day, too, and the big parade could be heard 
blaring out its promenade down Main Street. 

The “monster brass band” of ten pieces was blowing 
staccato advertisements to the ends of the little town, 
much to the delight of children and the horror of horses 
and the musically inclined. 

Suddenly there was a cry, then a scream, and a team 
came tearing around a corner and down a quiet little 
street. The driver was watching the parade. Down 
they came, dashed across a trim lawn, overturned the 
latticed well-house, smashed a young catalpa, reared, 
turned, sat down and settled down by a peaceful-look- 
ing, well-kept flower bed. 





(Continued on page 67) 
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7 fhe Catalog— 
A comprehensive catalog is 
a source of extra business 


Business that comes without solicitation—repeat 
business, inquiries and the fill-in items ordered over 
the telephone—carries unusual profit because there 
is little or no selling cost. 


The good-will that brings in this kind of busi- 
ness rests on a foundation of earlier hard sales 
effort. Between the hard work and the velvet 
usually stands some permanent reminder—for 


example, the catalog. 


A Silent Salesman 


The customers on your books and the impor- 
tant prospects whom you have not yet sold repre- 
sent, perhaps, years of effort and heavy expense. 
This is an investment as real as that in your inven- 
tory. 


Many times every year these important accounts 
need some special tool—one not in their tool crib 
or one that they have not been buying. Their first 
thought is—the catalog. The buyer turns to his 
file, goes through the material he has there and 


makes up his order. 


Will You Get the Order? 


If you are represented, you stand a good chance 


If not, it goes to some other con- 


Come He 


to get the order. 





cern—even to one less well known than you are— 


but adequately represented. 


The @TD Catalog Will Adequately 
Represent You 


In the hands 
of your customers it is a ready reference manual 
for 20,000 different small tools. 


arises for any of them, you are likely to have first 


The @VD catalog is complete. 
Whenever a need 


consideration if this catalog is on hand. That 
means cashing in on your earlier hard work. It 


means extra business—at a profit. 


In your own file this catalog is a sales manual 
that not only lists small tools but helps you sell 
them. In the hands of your outside salesmen it 


points the way to much profitable business. 


Send for Your Copy 
Use the @PD Catalog. It contains 351 pages 


of value to hardware and mill supply dealers. 
If you do not have a copy, send for one today. 
Think of the economy in having screw plates, taps, 
dies, drills, reamers, gages and pipe tools listed 
in one book—made by one reliable manufacturer 
and available to you in one shipment. 

pee eewneweseseeseneesesesscens 


/ Greenfield Tap & Die Corp. 
Greenfield, Mass. 














CORPORATION 


~ GREENFIELD, ea MASS.,U.S.A. 





( GREENFIELD T TAP AND DIE 


New York—i5 Warren St. 
Detroit—224-226 W. Congress St. 


Chicago—13 So. Clinton St. 





Please send me a copy of your Catalog 


No. 49. 
Signed 
Street 


ae ae State . 
H. Age, Oct. 21 
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The Blair 


Dvrawcwt 


Pilgrim 





. Positive 
can easily be made by 
anyone, 

._Shatt receives no 


A quality lawn mower with Timken 
Roller Bearings. 
profitable to you. 


Mech anical 


Features 


. Blade cylinder is 


mounted on Timken 
Roller Bearings. 
adjustment 


wear as bearing cone, 


shaft are locked to- 
gether and revolve as 
a unit. 


. Labyrinth § sealed 


housings and dust 


proot oil cups having 


spring covers keep the 


bearings clean. 


5. Sturdy blade cylinder 


c> 


and knife-bar to resist 
the shock of striki neg 
sticks and other 
stacles 


. Interchangeable parts 


| 


throughout ll meh 


W heels 5 Blades 


Sizes: 16, 18 and 20 


inches. 


Easy to sell 


adjusting cam and 3a 


Write us for full details and prices. 


You will, of course, 


Blair lawn mowers, the 








UNIVERSAL 
HERCULES 


Est. 1879. 


and 





want these other standard 


well-known 
AUTOMATIC 
YANKEE 


BLAIR 


LAWN YN MOWERS 


ee 


Blair Manufacturing Company 
Springfield, Mass. 
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Mail-Order Houses Openly 
Admit a Shortcoming 


T° is one thing to tell a dis- 





gruntled retailer that he has 
many advantages over the big mail- 
order house; but it is another thing 
for him to believe it when he hap- 
pens to know of a number of sales 
— which have gone out of his com- 
munity to such mail-order houses. 

However, it should make such retailers feel a whole 
lot differently when two of the biggest mail-order 
houses come out and virtually admit their shortcomings 
in certain directions. This is really what Montgomery 
Ward & Co. did when it announced recently the es- 
tablishment of local merchandising displays in six 
towns throughout the country; and the announcement 
of Sears Roebuck & Co. that it is establishing a south- 
eastern branch in Atlanta, Ga. for handling of mail- 
orders, also including a retail store for the purchase 
of goods direct. The latter undertaking represents an 
investment of something like $1,000,000. It will em- 
ploy upward of 1000 people. It follows the relatively 
recent move of this company in the establishment of 
retail stores in the city of Philadelphia and elsewhere. 

Now the disgruntled retailer may bet his bottom dol- 
lar that, if the first mentioned mail-order house sees 
fit to establish local merchandise displays, it is because 
it realizes that mail-order catalogs cannot adequately 
display merchandise or persuade prospective purchasers 
as to their merits; and, if Sears Roebuck & Co. is 
going more and more into the retail store business, 
it is added proof that the average retailer’s method 
of doing business is, by all odds, the most practical and 
satisfactory. 

Advertising has a weak point in that it cannot ade- 
quately display merchandise. It can interest people 
and bring them to the point of being willing to listen 
to arguments. But arguments cannot be driven home 
under any conditions as well as where there are win- 
dow-displays and counter-displays and where the 
prospective customer can actually see, handle and ex- 
amine the goods which he or she proposes to buy. 
The mail-order house is under a big handicap in this 
direction; and, even with these new mail-order local 
displays developments multiplied a thousand times, the 
near-at-hand retailer, ready with personal and inter- 
ested service, right in the community where the pur- 
chaser lives and known to the latter to be a man of 
integrity, still has and will continue to have an un- 
surmountable merchandising advantage. 

















The man who said: “For now we see through a glass, 
darkly” was evidently referring to an unwashed display 
window. 





Seventy-one out of every 72 Americans make less 
than $4,000 per year. 





No man ever went broke by spending less than he 
earned. 
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Christopher Columbus 


(Continued from page 31) 





Columbus never knew that he had discovered a new 
continent. He died under the impression that he had 
simply touched upon the eastern shores of India. 


ey * *% 


The trade changes that slowly but surely followed 
as a result of his discovery were far-reaching. Genoa 
and Venice had been the gateways to the trade of the 
East. These cities had waxed wealthy on this Eastern 
trade. The final discovery of a new route to India, 
China and Japan changed the trade routes of the world 
and slowly it was followed by the commercial decline 


of Genoa and Venice. 
% % * 


When we visit Venice, we see on all sides the marble 
palaces. It takes little imagination to realize the 
splendor and luxury in which the Venetians lived at 
the height of their glory. Venice lasted, as a republic, 
for more than 1000 years. The Dodges of Venice were 
the rivals of the Popes in Rome. One of the most 
interesting chapters in Italian history is the warfare 
that existed, both actual and in diplomacy, between the 
Popes and the Dodges. Now the waters of Venice lap 
the marble steps leading to the halls of her palaces, 
but the commerce of Venice has departed, never to 
return, and this change in trade was brought about 
when first Christopher Columbus conceived the idea that 


the world was round. 
% % ¥* 


Probably architecturally and artistically, one of the 
most impressive and gorgeous places in all the world 
is the courtyard of the Dodges Palace in Venice. How 
little the Venetian families, with their names written 
in the Golden Book at the height of their prosperity, 
realized that a poor navigator riding alone in Spain 
on a donkey, with only a few pieces of silver in his 
pocket, carried with him in his brain the germ of an 
idea that would change the commerce of the world! 


* % % 


Once I knew a young business man who had a great 
idea. He went to those with money and outlined his 
idea. They agreed with him that the chances were good. 
They were willing to go with him into this enterprise. 
They were willing to put up their money. This young 
man, however, did not have the foresight of Columbus. 
He did not ask these men with money, in case he was 
successful sometime in the future when his idea had 
made money for them, to set aside Common Stock for 
him. He did not ask the 10 per cent that Columbus 
asked. He did not know. He did not consult a corpora- 
tion lawyer. He did not realize that when an enter- 
prise is started, people are very willing to agree to give 
up a share of the profits that may be made in the future. 

This young man made the profits. He made all these 
other men rich. They sat back and watched him work 
his idea. They waited. Then again it happened in 
the fullness of time that, having the control of the 
stock in this corporation, they closed him out. After 





r 





TO SUPPLY THOSE 
EVERYDAY NEEDS! 


HERE is a steady demand for 
everyday articles used in the 
home. ARCADE HARD- 
WARE has filled this demand for over 
50 years, by serving everyday needs with 
quality merchandise. Supplied custom- 
ers are satisfied ones. 














NO. 15 MINCING KNIFE NO. 3 STEAK POUNDER 





CAN OPENER tad 





EXTENSION 
HANDLE 
NO. 2 CAKE TURNER CONNECTOR 

















TINNER SNIPS 








In addition to the items illustrated, the Arcade 
line includes household Coffee Mills and Mop 
Sticks, Refrigerator Hardware and Toys. Sal- 
able, profit-making merchandise for your 
trade. 


Write us for catalog. Ask your jobber for prices. 


ARCADE MANUFACTURING CO. 
FREEPORT, ILL. 
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making all these men rich, this young man was com- 
pelled to start all over again in the world. 


%* *& 

Of course it was his own mistake. He was thinking 
of the success of his idea, not of the capitalization of 
his success. However, there are financiers who sit back 
quietly and make their arrangements to take care of 
the future when the future rolls around and hecomes 
the present, as it usually does! 


% * * 


Listen, my son, to the words of wisdom: If you start 
something, do not think only of the present. Think 
of the future. Make your arrangements in the begin- 
ning to capitalize the future. Do not forget that when 
an enterprise is started, usually the best trade that is 
ever made is the trade that is made in the beginning. 
Afterward, your very success will make it impossible 
for you to make a good trade. By hard work and fore- 
sight, you can make the stock in your concern valuable, 
but by the same token, every time the stock advances, 
it is getting so much farther out of your reach! 


* + 


Today a merchant told me that he had a good and 
profitable business. This merchant, however, is grow- 
ing old. There are only two partners in the business. 
The other partner is ill. He employed a young man to 
train him up in the business as an understudy to him- 
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self. He paid this young man $50 a week. Not long 
ago, this young fellow came to his employer and said— 
“Lo and behold! I have been offered $60 per week. 
Dost not thou meet the raise?” Then this employer 
spoke to the young man and said—‘“My partner is ill. 
I am growing old. Work for me still a little longer 
and if you do well and show good judgment, I will give 
thee a large interest in the future of the business.” Did 
this young man remain? No, no, Nanette, not on your 
tintype! Ten dollars to him was ten dollars! A bird 
in the hand is worth two in the bush! “Go to, go to!” 
—he said to the merchant. “I will hie me to this other 
job and I will annex the sixty.” 


% * * 


This merchant was very sad because he loved this 
young man. When he told me the story, I thought of 
Columbus, who had no salary but his board and lodg- 
ing on the ship. He risked his life and his reputation. 
He was willing to take his 10 per cent out of his future 
profits. Possibly, however, it might have been better 
if Columbus had worked on a flat salary basis. He 
never got the 10 per cent!! 


x * w 


How little any of us knows—how short our vision! 
Columbus specified, with much care, that he should be 
the Grand Admiral of all the countries he discovered. 
He carefully specified that he would be given 10 per cent 
of the net profit he earned. 
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leadership for Myers Pumps. 








New developments in pump design and 
construction appear every year, but never in 
the history of pump production has there 
been gyno ar to equal the now famous 
\iyers patented Glass Valve Seat. Non- 
corrosive, 
oughly protected, this practical seat usually 
outlasts the pump itself. And during its 
span ot service it lengthens the life of the pump leathers and reduces repair bills. 

llere is an exclusive Myers feature that is just as important and valuable today as it was when 
first introduced. And what can be .said of it is equally true of the patented easy operating, rolling 
motion Cog Gear Head, the Adjustable Base and Reversible Spout, the extra large Air Chamber, 
Galvanized Set Length and full size cylinder, These and other Myers features have fulfilled the 
popular demand for better pump service, and. by so doing have established a permanent place of 


Get away from competition—sell Myers Pumps, Water Systems and Cylinders—here is 


the line that will add sales volume to your business—nothing like writing us about it today. 


mF. E.MYERS & _— CO. 


ASHLAND, OHIO. 
















sand and mineral resisting, thor- 
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Display Well and Sell Much 


(Continued from page 56) 


ad 


of merchandise two opportunities to sell itself. The 
display program could then specify toys in window 1 
and radio in window 2 during the first week. The 
second week would find the household appliances in 
window 1 and sports equipment in window 2. The third 
week would again find toys and tools in holiday pack- 
ages displayed, and the week ending with Christmas 
day would find the appliances in window 2 and sports 
equipment in window 1. 

Having determined what to show, and when, the 
next part of the job is finding how to display it to 
advantage. <A display will be found most effective if 
a natural setting is provided. Toys and radio are right 
at home in the living room, and such a setting can 
easily be provided by the use of a rug and a couple of 
chairs, not forgetting, by the way, that the home has 
pictures on the walls. 

Outdoor sports equipment in use is more difficult to 
depict, except in miniature, because of the restricted 
size of store windows. Small sized doll figures gathered 
about a mirror to represent a lake, with cotton spread 
about in imitation of snow and with twigs of spruce 
for trees, make a fine setting for miniature sleds and 
skates. The actual equipment may be left out, or may 
be placed at one side, or in the background. A minia- 
ture display justifies the extra effort needed because it 
always draws attention. 


Imagination, but no stretch of it, is needed for 
properly displaying labor saving devices, as the accom- 
panying window, featuring suction sweepers, prepared 
by The Mahony Hardware Company, Fostoria, Ohio, so 
well proves. This display was in place during the sec- 
ond week of December last year. That particular time 
was chosen for several good reasons, chief among them 
being, (1) leading magazines for December had by 
that time been received and been read in Fostoria 
homes; these contained the Christmas advertisement 
of the goods shown. The display served, therefore, to 
repeat the advertised message and to center it upon 
the Mahony store. (2) Special Christmas folders, fur- 
nished by the manufacturer and bearing the Mahony 
signature, had been enclosed with the November state- 
ments and had been wrapped in with packages for 
delivery for about ten days. These efforts had there- 
fore prepared the way for the selling the window was 
to do. : 

Let’s see what we can learn from the Mahony win- 
dow! Primarily intended to display the suction 
sweeper, at the same time contains many other items 
suitable as gifts, most of which are on sale in the 
modern hardware store. For instance, on the mantle 
we find a clock and a pair of lamps, behind them a 
fine mirror, and on the table a vase from stock. There’s 
also a gas fire-place. (Concluded on next page) 
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BATHROOM FIXTURES 


Women Look Into the Future 


Women are careful buyers. The selling argument 
that carries the most weight with a woman 1s 
value. ; 


When your women customers want bathroom fix- 
tures you'll find it easy to sell them Solid Brass 


Fixtures. They will appreciate the fact that solid 
brass means practically lifetime wear. The 
heavy nickel finish (or the equally durable pure 
white finish) together with the beautiful designs 
will invariably result in a sale. 


Our catalog describes over 300 different items— 
something for every taste and purse. . Send for 
a copy. 


AMERICAN RING COMPANY 


Waterbury Connecticut 


Branch Offices: 


Boston—-!70 Summer St. New York——2 Hudson St. 
San Francisco—1!1!16 New Montgomery St. 
Chicago--—29 E. Madison St. 
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Folding 
Steel Saw Vise 








No. 500 

This popular saw vise is made of channel and sheet 
steel and is finished in black japan, baked on. Parts not 
japanned are nickeled. The back jaw 1s faced with 
rubber which prevents vibration and makes the filing of 
saws practically noiseless. The lever is below the top 
of the vise on the back of the jaw and is entirely out of 
the way. Can set saws with any kind of saw set owing 
to high loops on ends. Sold through regular trade 


channels. 


Send jor Catalog C. 


E. C. STEARNS & COMPANY 
Syracuse, N. Y., U. S. A. 


Established 1864 


Sales Representatives: 
W. R. Voorhees & Co., 417 Market St., San Francisco, Cal. 
Thomas A. Troy, 150-152 Chambers St., New York, N. Y. 


Canadian Representative: 
Geo. J. M. Ramsden, St. Thomas, Ont. 
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New 
DL AMOND DIAMOND 


Wrench Displays 


Neat and snappy, only 10 x 15, 
of beautifully grained veneered wal- 
nut, lettered in orange, black and 
gold. Hold an assortment of 5 of 
the most popular sizes of Diamond 
Adjustable Wrenches. 


Diamond Wrenches are above all 
else a quality tool. Drop forged 
from high-grade tool steel, carefully 
hardened and drawn. Write for a 
catalog and prices of the most com- 
plete line of Adjustable Wrenches 
made. 


Diamond Calk Horseshoe Co. 
4622 Grand Ave., Duluth, Minn. 

















Glass Cutters 


VERY user of glass cutters knows 

Red Devil Cutters —knows they 
CUT—quick—clean—sure. Can you say 
YES when a customer wants a Red 
Devil Cutter? 


“It’s all in the wheel” 
LANDON P. SMITH, INC. 


(Glase Cutter Business) 


111 COIT STREET | IRVINGTON, N. J. 
Successor to SMITH & HEMENWAY CO.., Inc. 
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Even though he may not sell them, it would be to 
the hardware man’s advantage to have some of the 
other display helps shown there, namely, a table and 
chair, some draperies, a rug, etc. By then calling upon 
his imagination, and employing those little details that 
add the “homey” touch, such as hanging a picture upon 
the wall, placing a book or two upon the table and some 
flowers in a vase, the dealer would levy toll upon the 
passerby. For that solves the window display 
“problem 





Evolution in Business 
; doom of the farm wagon carries with it a 


moral which no business man in any line of in- 
dustry can afford to ignore, in the opinion of E. W. 
McCullough, manager of the Department of Manufac- 
ture of the Chamber of Commerce of the United 
States. The moral is that no particular line of busi- 
ness is certain to last forever. The business man 
who does not count his costs—the moving finger that 
writes his destiny—does not know what the future 
holds for him. 

“It seems but yesterday,” Mr. McCullough told the 
American Foundrymen’s Association, “that I entered 
the business of making farm wagons. It was an in- 
dispensable necessity twenty-five years ago. ‘The six- 
ty or seventy manufacturers were turning out 600,000 
farm wagons annually. The buggy and carriage mak- 
ers produced fully 1,500,000 horse-drawn vehicles. In 
addition there were the horse accessory lines—whips, 
harness, blankets, horse shoes. 

“Today these lines have practically passed out to 
make room for the rapid-moving automobile and truck 
and even the wayside smithy is replaced by a garage. 

“T could enumerate a hundred lines of business this 
evolution has wiped out and lines without number 
which have changed in materials, construction and 
form. Progress has always promoted changes but 
never have we moved at so rapid a rate as now. 

“The ideal of manufacturing is the conversion of 
natural resources into the greatest number of useful 
commodities at the lowest cost. The manufacturer 
who does not know his costs is like one who sails a 
hazardous course with a rudderless ship.” 





What Are the Most Popular Priced Receivers? 


The most popular priced radio receivers today are 
five and six tube affairs ranging in price from $100 to 
$200. Radios are becoming more and more mediums 
of education and entertainment and are designed to 
harmonize with and beautify their surroundings. The 
public is today demanding quality and is willing to pay 
for it. 





Obstacles are the doors to achievement. 





People naturally distrust the salesman who roasts 
the Boss. 
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Neighbors 


(Continued from page 60) 
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A screen door opened. A man came storming out 
from his castle. The air was rent with oaths and saliva 
from chewing tobacco. He unhitched the team and led 
it into his stable, got some nails and a hammer and 
nailed the door fast. 

“Thar,” he hissed. “Now, come and get ’em—and 
bring yer check book with ye.” To the assembled 
neighbors, he breathed hot words of hate on the man 
who “dared let his darned hosses trespass and dispoil 
his personal propertee.” He’d show ’em! 

A while later a tired man came perspiring down 
the street and saw his wagon marooned by the peace- 
ful-looking flower bed. He came to the man’s door 
wiping his streaming face. And the waiting crowd 
heard what was said. It was this: 

“Hello, Ebb! Wus them your colts? Why, I never 
recognized ’em. If I’d a knowd they wus yours, I’d 
a fed ’em, Ebb. They’re in th’ barn. . . But din- 
ner’s abart ready. Come on in, Ebb, an’ have a bite 
—and a sap of good ale!” 

And neighbors are just like that!—The Bulls Eye. 





Notes of an Itinerant Editor 


(Continued from page 27) 





exposition. This did not suprise me, as St. Louis hard- 
ware men are of just the type who would be active in 
anything helpful to the city or state. 

On the way to the fair grounds I saw the famous 
Hagenback bear pits, made entirely of stone without 
a fence or cage to keep the animals in captivity. A 
water moat with a slippery straight wall prevents 
them from climbing out at the visitors and in the back 
of the pits the peculiar construction of the stone pre- 
vents escape. I do not understand the efficiency of this 
arrangement but as it has worked for several years 
it must be O. K. It is thrilling to watch fifty bears 
of different types eat, swim and play without a cage 
between them and you. They tell me there are only two 
bear pits in the world. The other is in Berlin, Germany, 
also built by Hagenback the well-known animal trainer. 

As I write this letter the St. Louis Cardinals look 
like the logical winners of the National League base- 
ball pennant. St. Louis is all pepped up over the pros- 
pect of sharing in the World Series games. 

Well, I must sign off for the time being and get ready 
to be on my way to Nashville, Tenn., in the morning. 





The buying public is the real boss of every retail 
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A Dead Whale or a 
Stove Boat 





The Harpooner had 
to acquire STRENGTH and ACCURACY 


—both are built into 


Mioikir lr 


(Reg. U. S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 
DRIVE SCREWS 
STOVE. BOLTS 







CONTINENTAL 
New Bedford 


Send for & 


WOOD SCREW CO. 
Mass., U. S. A. 


Samples 

















No. 5 
RS B 
Tools FeO eT Cre Tools 
. A a . 
in vt 4 in 
Six ~< Three 
Sizes per Set ra Styles 
If you want Good Tools look for this Trade Mark. The 
tool steel Jaws are firmly clamped between steel Plates. Scien- 


tific Leverage allows tremendous cutting power without great 
muscular effort. Adjustment of cutting Jaws provided for 
by two Set Screws closely duplicated by other manufacturers. 


These Tools are Handy, Tite Savers and Money Makers. 
If your Jobber cannot supply you, write us for Literature 
and Prices. 


CAROLUS MFG. CO., 


Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 


Sterling, Ill. 














“GEM” apsustasie 
~~ REGISTER 
SHIELDS 


Both in appear- 
ance and efficiency, 


















merchant’s business. “Gem” Register Shields make a strong sales 


appeal. Handsomely finished in oxidized cop- 
per. Easily adjusted to fit all 
, size registers. Floor Shield re- 
tails at $1.50; Wall Shield at 75c. 





No man ever made a bull’s-eye shooting at his am- 
bition with lowered sights. 





Every man owes some of his time to the upbuilding 
of the profession to which he belongs. 
Theodore Roosevelt. 


140 BROADWAY NEW YORK NY 


BUY FROM YOUR JOBBER 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 


“Hammer the Hammer” Revolvers 
Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Ohicago, 108 W. Lake &t.; 
Ban Francisco, 717 Market St. ; New Orleans, La., 625 Pine &t. 
Ogden, Utah, 2327 Grant Ave. 








SEXTON “Ajax Concrete Body 
UNDERGROUND 


Garbage Receivers 


Built to last. Outer body is made 
of Reinforced Concrete. Inner Pail 
Heavy Galvanized Steel. Frame 
and cover Cast Iron. Three sizes: 
10, 15 and 25 gals. 


Good Sellers. Write for Trade- 
Prices. 























Belt Punches 
Spring Punches 


Arch Punches 
Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
8. 


The above tools will please your customers, as well as our 
fameus Round and Oval Punches. 

- 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 


We stand back of every tool we make. 
Write for Catalog 
Cc. S. OSBORNE & Co0., NEWARK, N. J. 


Try us. 




















SCREEN CLOTH 


Painstaking care makes 
“Established 52 Years” 


All meshes, all widths, 
W HE our Screen Cloth wear. 
Norton Iron Works, Ashland, ~‘Ky. 
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Sometimes It Works Out 
Differently 


ECAUSE it was so applicable to the average 
B hardware store, this cartoon appearing in 
a recent issue of HARDWARE AGE, prompted 
Arthur H. Van Voris, hardware retailer, Cobleskill, 
N. Y., to tell in the following letter one of his experi- 
ences of like nature. 
“Editor of HARDWARE AGE: 


“The cartoon appearing in HARDWARE AGE for Octo- 
ber 7 is so very applicable to most hardware (and 
other) dealers, that I cannot help commenting on a 
recent incident. 

“In the evening I had come down to open the store 
for our radio man, so that he might get a half dozen 
dry cells for use on a repair job that came to him 
curing his dinner hour. 

“We got the batteries and were just locking the 
door again when a young fellow jumped out of his 


Did a Ever Happen | to ) You? 








“st A 4 mre. 


























car which had just beer parked in front of the store. 

“Say, are either of you fellows the radio man in 
this store?’ said he. 

“At which query the proper individual acknowledged 
his rank and title and the long and short of it is that 
we again entered the store, hauled a portable set out 
of the window display (which had attracted his atten- 
tion earlier in the evening) ; the set was hooked up and 
demonstrated and in a relatively short time, the set 
changed ownership—AND SO DID A CERTAIN 
PIECE OF CURRENCY, numerically divisible into 
two tens and a five spot. Not so large a sale, as radio 
goes, this season—but it all helps. 

“When I saw your cartoon, I couldn’t refrain from 
the thought that this covers a very, very real situation 
—and many times, as in this case, with pleasant after- 
hours results. 

“Cordially yours,” 


(Signed) ARTHUR H. VAN VORIS. 





The world is always willing to help the man who 
tries to help himself. It balks at grub-staking the fel- 
low whose only ambition is to eat and sleep. 





If your only ambition is to hold down a job, you are 
only a business paper-weight. 





Laziness is the best brake ever invented when ap- 
plied to salaries. 
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Automobile Tires Are a 
Necessity 


=z HERE are many points favorable to the tire as an 
article of hardware store merchandise. 

They are a necessity purchase, as the automobile 
cannot be used without them and the everlasting tire 
has not been made as yet. 

Tires are a big volume item. The single sales run 
into higher figures than most of the hardware dealers 
items. 

The profit will average well with the rest of the line 
if the dealer stands for his prices and refuses to be 
stampeded by the frequent spasms of the specialty mer- 
chant. 

A tire trade carries a very good side line trade in 
its repair materials which has largely taken the place 
of the old repair man, especially in the smaller cities 
and country where the cars are kept in home garages 
and the owner has an opportunity to do his own work. 
It might be mentioned that since the advance in tire 
prices a year ago, the trade in tire repairing kits and 
materials has increased more than 200 per cent. 

Tire prices are fairly steady. There will be ups and 
downs as long as tires are made of rubber and cotton, 
(both speculative materials), but the amount of re- 
claimed rubber used in tires has to some extent robbed 
high priced rubber of its price making qualities—of 
course not fully. One fourth of the rubber used during 
the last year was reclaimed rubber. 

The hardware merchant who is_ contemplating 
(entering) the tire business (or expanding)—and most 
of them should give it a thought—should bear in mind 
that he is stocking tires for his neighborhood and 
chiefly for customers of his store. A census of the 
cars owned by his customers is not hard to obtain and 
this should be supplemented by the size and type of 
tire used. 

A local tire dealer need not stock all sizes of tires, 
as many sizes are probably not used by his customers. 
Even the balloon tire confusion is to a large extent 
eliminated when it is realized that the 29x4.40 tire is 
used by Ford, Overland and Chevrolet cars. If a dealer 
will just ascertain the percentage of these three cars 
among those owned by his customers he will realize 
what this means. 

The figures compiled by the rubber industry indicate 
that 37,000,000 tires were sold to vehicle owners last 
year by retail. These figures also indicate that the 
much dreaded and discussed mail order trade was 
about 11 per cent of this 37,000,000. This means that 
the retail replacement trade amounts to about two tires 
per vehicle. 

Any merchant can estimate the trade that he can 
probably get on this basis. It is not difficult, once a 
list of car owning customers is compiled, to get some 
information about these customers so that the merchant 
can know which of them are likely to be his best 
customers—as the owner who drives his cars the most 
miles is certain to be that customer. 

The sales of these 37,000,000 tires is spread over the 
country in proportion to the number of cars owned 
in a community. 
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A Good Selling Mortise hock Set 


Our No. 250-B sells on sight. The 
Glass Knobs are beautifully de- 
signed, ground, polished and silver 
backed, giving a high lustre. Lock 
is strongly made. 

Everything built to last and mod- 


erately priced to insure quick sales. 
Our Patented Dead Bolt Night 
Latch is also a 
rapid seller. 
Send for New 
Catalog No. 7. 








{051NDEPENDENT IOCK KCO, 


Fitchburg, Mass., U. 8S. A. 


UD 





Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
__ Knob Sets, Key Blanks, Auto Switch Keys and Hardwere Spec ialtier 











GENCO Razors 


Finer than ever 
Order through your wholesaler 
GENEVA CUTLERY CORP., Geneva, N. Y. 











M. S. BROOKS 
& SONS 


Chester, Conn. 







Mfrs. 
of 
Bright 
Iron 
and 
Brass Wire 
Goods 
Since 1848 








BRASS 
DESK HOOKS 

















Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States. 


Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., aoa iil. 
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New Wire Basket Handle 


The Androck wire basket handle, re- 
cently placed on the market by the 
Michigan Wire Goods Co., Niles, Mich., 
has been especially designed to replace 
wooden handles on Jumbo twelve-quart 
baskets. 

It can be applied to the basket in one- 
third the time required to apply a 
wooden handle, and makes unnecessary 
the placing of wire hooks in the ends 
of the basket to fasten the lid. This 





handle may be applied either before or 
after the basket is filled—without the 


aid of tools. Its arrangement and con- 
struction keeps the basket constantly 
strong and upright. 

This new Androck handle saves the 
labor of nailing on and repairing of 
wooden handle and does away with the 
necessity of placing wire hooks in the 
ends of the basket to fasten and hold 
the lid in place. Its design also elimi- 
nates damage and breakage in transit. 

As the wire goes entirely around the 
bottom, it strengthens the basket and 
makes it a most desirable, sturdy ship- 
ping package. It holds the lid firmly in 
place, resting on the top edge of the 
basket. 

Use of the new handle allows the bas- 
kets to be piled in cars in such a man- 
ner that they will not work loose in 
transit, thus eliminating spoilage. 





Stearns Built-In Type Refuse 
Incinerator 


As an addition to its line of incera- 
tors for burning garbage at its source, 
E. C. Stearns & Co., Syracuse, N. Y., 
is now offering the trade a built-in or 
chute-type of incinerator, provision for 
which is made in 
plans of architects 
and builders. This 
new model incinerator 
has been given the 
same trade name as 
the firm’s four sizes of 
portable and four 
sizes of wall-type de- 
signs—lIncinerite. 

It can be installed 
in apartments and 
buildings regardless of 
how tall or how many 
apartments they con- 
tain. The plant in the 
basement receives all 
of the refuse from 
When it is nearly full, the 





every floor. 


waste paper is lighted and all the dis- 
carded matter is burned with the excep- 
tion of incombustibles, such as bottles 
and cans, which can be removed with 
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Use of the Incinerite requires no gas 
or fuel of any kind, other than the 
refuse material. Complete combustion 
is assured by the auxiliary draft. The 
air supply comes in through openings 
provided by the open brickwork and 
passes.over and through the refuse. 

The Stearns Incinerite is substan- 
tially built and carries the firm’s guar- 
antee that it is free from imperfections 
of material and workmanship. Hopper 
doors, in two sizes, are neat in appear- 
ance and sturdy in construction. No 
smoke or odors can escape, whether the 
doors are open or closed. 





New American Flyer Holiday 
Display Material Announced 


In order to assist dealers to stimu- 
late their toy sales just ahead of the 
holidays, the American Flyer Mfg. Co., 
Chicago, maker of miniature railroads, 
1S preparing some unusually attractive 
display material. One item will be a 
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full color window display cut-out, made 
in two sizes, 48 in. high, with the same 
thing in a 10-in. size, which can also 
be used for counter displays. The same 
illustration is also being used on a 
larger window hanger. 

It is planned to have all of this ma- 
terial ready for distribution to the deal- 
ers about Nov. 1, when the Christmas 
toy business is starting. 





New Carpenter Vise 


The Peter Boller Machine Works, 
manufacturer of mop wringers, squeez- 
ers and tanks, 122-124 North Curtis 
Street, Chicago, Ill., has recently placed 
on the market what is designated to the 
trade as the Carpenter Vise, designed 
to meet the exacting requirements of 
the woodworker. 

It may be used in either a vertical or 
horizontal position and automatically 
locks at any point on the complete cir- 
cle. For working narrow boards are 





the ashes. 





laid solid on the bench, which prevents 
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springing; wide boards are dropped 
down in front of the bench. The Car- 
penter Vise holds them solid in any po- 
sition, allowing the workman to devote 
all his energy on his tools and not di- 
vide his strength and attention to hold 
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a wabbling board which he is trying to 
work. 

The vise is made of high quality ma- 
terial and workmanship and finely fin- 
ished. Screws, nut and handle are made 
of twenty carbon steel. All parts are 
interchangeable. Size of jaws is 2% by 
3% inches. Jaw opens to five inches. 
It weighs complete 15 pounds. 


Improved Good Luck Jar 
Rubbers 


The Boston Woven Hose and Rubber 
Co., Cambridge, Mass., announces an 
important improvement in its line of 
Good Luck Jar Rubbers—a large lip 








which protrudes from the jar, as shown 
in the illustration, accompanying this 
article. 

Good Luck rubbers are made in just 
the right size to fit all standard fruit 
jars and are designed to withstand all 
methods of canning—hot pack, cold 
pack, pressure cooker, etc. 

To open a jar sealed with a Good’ 
Luck rubber, one merely pulls the new 
lip until the seal is broken. 

Formerly all jar rubbers were round 
in shape. Jars were hard to open and 
frequently knives were broken and pa- 
tience lost in opening tightly sealed 
jars. Good Luck rubbers are made with 
one large lip instead of two smallones 
and permit the user to obtain a good 
grip on the large, tough surface and 








pull firmly without pliers or other tools. 
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Ohl skilled craftsman- 
ship and a high ideal of 
sapped makes possible 
e precise uniormity 
and superior finish of 


GRIFFIN Hinges se 





4 W. 
26 BINFORD ST. BOSTON 














WAPREN SYSTEM 








_Here’s a Salesman 
That Never Forgets! 


Warren Fixtures are designed so the passing cus- 
tomer not only can see your merchandise attrac- 
tively displayed, but he cannot pass without see- 
ing the various items. 


Every section is a persistent, alert salesman, quiet- 
ly and unobtrusively working to build up the 
average sale made to each customer. And that 
larger sale costs you no more in overhead, or sell- 
ing expense, than a small sale. But the total 
profit is several times larger. 


WARREN FIXTURES 


Suggestions made by clerks are frequently resented. But 
attractive displays in Warren Fixtures or on Warren 
Display Tables are always welcome and arouse buying 
interest. The truth of this is evident in letters from 
hardware dealers referring to sales increases of from 
25% or 40%—and more. 


The thing you are most interested in is the fact that a 
system of stock-keeping based upon these Warren Fix- 
tures gives you protection, information, quick service, 
economy and resulting higher net profit. Thus Warren 
Fixtures cannot possibly be considered as an expense. 
True, there is an initial cost, but this is distributed over 
years of profitable service. 


Our Service Department will be glad 
to assist in planning your store 
changes without obligation. Catalog 
of Warren Fixtures upon request. 
Folders illustrating and describing 
Warren Display Tables, with prices, 
sent upon request. 


J. D. Warren Mfg. Company 
159 No. State Street Chicago, Ills. 
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“Give me another 
be box of Clover” 


A man finds the same high qualities in 
Clover flint papers as he has learned to 
recognize in Clover Grinding Compounds, 
and invariably comes back for more— 
automatically becomes a repeat customer. 


The hardest of flint, the strongest of glue, 
the toughest of paper, all inseparably 
united to cut faster, last longer and bring 
every customer back for more of the 
same kind. 

Sold in attractively colored individual boxes 
for general use and in ream packages for bulk 
consumers. 


lf your Jobber cannot supply you, we will ship 
direct and prepay charges. Send for Samples. 
Use the Coupon. 


CLOVER MFG. CO. 
110 Main St., Norwalk, Conn, U. S. A. 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 


Clover Dealers Get Clover Business Service 
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CLOVER MFG. CO., 110 Main St., Norwalk, 
Conn., U. S. A. 


Gentlemen: Please send us Samples of CLOVER sand- 
paper and refer us to nearest jobber 
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S originators of the Tubular 
and Clinch rivets and with 

a record of more than fifty 
years of successful accomplish- 
ment behind us, we know that 
this product cannot be made 
better or priced fairer than 
we make them and price them. 


Coast Repres ntative 


J.T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 











TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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DIXON’S 


FLAKE GRAPHITE 


SPRING OIL and 
RUST SOLVENT 


A quick selling lubricant that has many 
uses in the home or office. 

Containing Dixon’s Flake Graphite, it 
is unexcelled as a lubricant. The lubri- 
cating value of flake graphite is well 
known in industrial and mechanical 
fields. 

Now, by means of Dixon’s Spring Oil, 
it is possible to take advantage of graph- 
ite lubrication in the home or office. 

The high quality lubricating oil car- 
ries a charge of graphite to every moving 
part and provides better and longer-last- 
ing lubrication than is possible with oil 
alone. 

It is an effective lubricant for hinges, 
lawn-mowers, sewing machines, type- 
writers, etc. Equally valuable around an 
automobile. 

Unexcelled as a rust solvent. A few 
drops will loosen the most obstinate nut 
or bolt. 

Write for colored catalog sheets and 
circulars. 

Packed one dozen cans in attractive 
counter display carton. Three cartons to 
a case. 


JOSEPH DIXON CRUCIBLE CO. 
JERSEY CITY, N. J. X8X@ ESTABLISHED 1827 
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The First 
Successful Use 

of a 
Great Idea 





HE idea of putting a steel backbone in a 
hammer is not new. 


But not until TYRODS appeared was the idea 
used with practical success. TYRODS are the 
only hammer on the market with a backbone. 


The special analysis steel tie-rod is inserted after 
the two halves of the handle have been slid 
together and set with waterproof casein glue. 
This forms a locked dove-tail joint (see cut 
above) which is fool proof and positive. 


The result is a hammer which the toughest, hardest 
usage cannot break. We guarantee the head will 
never fly off. 


TYROD is a hammer for a life time—a hammer of 
remarkable balance—a hammer users brag about. 


TYROD hammers, hatchets and axes,offer you an 
unsurpassed sales opportunity. They’ve all got 
that backbone. You can sell them at the same 
price for which the best of ordinary types sell 
and make a splendid profit. 


Write today for descriptive folder and price list. 


A CompLetE TYROD HAMMER 
EXHIBIT FREE 


We loan our dealers a beautiful, sturdy 
display cabinet which silently proves 
TYROD’S superiority and builds up sales. 


TYROD 


the hammer with a backbone 


American Hammer Corporation 
715 East 138th St., New York 


Western Sales Office 
615 W. Washington St., Los Angeles, Cal. 
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wood 
Screws 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 
Representatives: 


George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seatatle 
G. M. Baird & Co., Memphis, Tenn. 





SS SS SSSA 
Peete te vets Ss Ys Sede Se ELUTE TETEUESESESESESSAN A RAR RRR RRR RRR RON 





* » > SSS S55 5.5.5.5.55 Dae he a a he ha he he he a ta ee Se eee ELL TELE L__Es _SSSSSEESSsssasbush 


j 
} 
i 
| 





‘Pecfeer 


PUTTAR LU UU LU 


The Stick to “One Brand” 


Customer 


UIT BUNUN 
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You've met his kind. He won't buy anything im Wi Q 
unless it has been tried and proved worthy. | ee 


™~ ST LOO1S. 40 
ae . 4 - 


The watch he carries, the car he drives, the radio — tnoe 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 
able service. 


Naturally he says: “Perfect Brand” when he wants 
Screen Wire Cloth with a known reputation. 
Keep stocked on the standard sizes. 


Your Jobbers does—he knows. 


MUMIA TLL AA HUNT 


LUDLOW-SAYLOR WIRE CO. 


Painted St. Louis Missouri 





Galvanized 
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WE PAY THE FREIGHT 
















N.Y. 






_ BATH — 












































There’s a Weave 


tor Every Need 











Whether the demand is for strength, pliabil- 
ity, durability or beauty, there is a “Buffalo” 
Wire Cloth that will answer the purpose in 





Flat Weave 


EE SESEEEEEE steel, galvanized brass, bronze and many 

FErEEEEEEEE other metals. 

FEEPESETESE More, its accurate mesh, uniform selvedge 

FEEESELESES and specially selected wire, guarantee the a 

FETE ; EEEE utmost satisfaction. Look for the Yellow Pur a 
Ef ; : e 544 Tag. ‘peseseeua 





Write for Catalogue 8AB seseeeeues 


Buffalo Wire Works Co., Inc. 4_j-s4- 


(Formerly Scheeler’s Sons) Est. 1869 
518 TERRACE BUFFALO, N. Y. 
MANUFACTURERS OF 


SEIT RE = AAR 


Plain Dutch Weave 





Cabled Weave 
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CORBIN 


Wood Screws 








Drive Screws 
Coach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber's Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 
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UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


Sash Chain 
Escutcheon Pins The American Hardware Corp., Successor 
Speedometers NEW BRITAIN, CONN, 


Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 





CORBIN 























Get the Children to ADVERTISE Your Store 


Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they'll all want one 
just like it. 


Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 


Obviously different dealers have different ideas about 
how Toys should be sold. 


Harpware AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. 


Read Harpware AGE each week and keep posted on 
what others are doing. 





And when one dealer in a small town can And while Toy trade may come to him who waits, 
originate a “scheme” that sells $500 worth of Toys the dealer who goes after it will get it first without 
in a single week it simply shows what can be done waiting. 


when one really tries. 


Hardware Age, 239 West 39th Street, New York City 
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“You would be surprised to find out how many homes are 
without CLOTHES WRINGERS!” 


The above remark is made to us often by House to 
House Canvassers. 


You can profit if you will display Anchor Brand 


Wringers and suggest the purchase of one to each 


customer. 
Every household needs and should have one or more 


Wringers. 








Stock and Display 
ANCHOR BRAND Clothes Wringers 


Lovell Manufacturing Co., ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World 























BAUR Stock Products 
Average Up to the Samples 


When a dealer sends for Samples of BAUR 
Tacks or other Products, he finds them 
worthy of a “Trial Order.” 


When he sends us a “Trial Order,” he finds 
our regular stock merchandise as good as 
the Samples. 

When he reorders he finds that whatever 


the items, he can always count on BAUR 
quality being the same. 





we ty 


Read over the list and send for Samples 
and Trade Prices on whatever interests you. 






Roll ’em On Your Hand 


Show your trade how easily “ACME” Ball-Bear- 
ing Casters operate and the sale is made. De- 
signed on the modern ball-bearing principle, they 
roll easily, quietly, in any direction. 


CASTERS Acme CASTERS 


From Your Jobber. Send for Catalogue. 


THE SCHATZ MBG. CO. 
Poughkeepsie, New York 


AGENTS: J. C. McCarty & Co., 29 Murray St. 
New York City 


Our complete line also includes Staples of every description, 
Double Pointed Tacks, Basket, Clout and Trunk Nails 












BAUR TACK CO. 
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Listen to This 


For seven successive seasons the 


CROWN TREE HOLDER 


has broken all previous sales records. 
In other words, sales in this period have increased over 428%, 
to say nothing of the very successful sale it already had over 
thirty-five years. 





A very attractive three-color show-card is packed in each case. Put this in your window 
or on the counter, with a few sample holders and they’!l sell themselves. 

Will you continue to pass up these worth-while profits to your neighbor dealer in the 
best season of the year? We hope not. Better order in time—now. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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Bronze and Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 


part. 
And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 





Spargo Wire Co., Rome, N. Y. 

















From the 6” Size to the 21” Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Wenefastusess” Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


From the smallest Coes 
Steel- Handle Wrench 
made, to the largest, your 
customers will find a size 
that will meet the re- 
quirements. 


Coes Steel-Handle is un- 
questionably the strong- 
est and most practical 
wrench ever constructed 
for heavy work. It saves 
time and material. 






Stocked by all Leading 


Jobbers. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calis. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 


Hardware Wholesalers find Verified LAst of great value in 
“‘checking’’ thetr retatl prospect records. 


$12.00 postpaid 


Selling Agents Hardware Age Verified List Department 


® 


Coes Wrench Co. 


“In business since 1841” 


W orcester 

















S.C. Pere. OP Gs aa ccccceses 29 Murray Street. New York 
JOHN H. GRAHAM @& CO........ 113 Chamb Se.. N York 
FENWICK FRERES........... 8 Rue de eesor. Paria, Beanee 239 W. 39th St. New York, N. Y. 











CUSHION 
TIRE 


E LADDERS 


Insure perfect shelf service for any line of merchandise. 
tread ly spaced, with convenient full 





Speed Up the Wheels 
of Industry 


Write to your jobber today for any 
of the merchandise advertised in 
these pages. Don’t wait for the 














jobber’s salesman. You may forget. 
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370 ATLANTIC AVE., 





SPECIALTIES 
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BOSTON, MASS. 
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THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 






















WAU THAT IS 
il ABSOLUTELY 
DIFFERENT 


ae Cupboard | 
Locks ate 


To display and pamaurane the Rite Cupboard 
Latch is to Sell it, because it satisfies that in- 
sistent demand for CONVENIENCE. 

A slight pressure on push button and door opens 
—gentle push and door closes and is securely 
latched. Fits any detail. 


YOUR JOBBER IS READY TO START 
YOU THE RITE WAY TO MORE 
BUSINESS 
Manufactured by Rite Hardware Co., 
125 W. Washington St. Los Angeles, Calif. 
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Better 
Machine Screws 


for the 


Hardware Trade 


HARVEY HUBBELIZ 
MACEDE @ SORES 


@tw YORK. #.Vv. 
80 BAST cour Ge 
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Growing demand tor 


W. ROSE Tools 





No. LLLI—6 inches Wide Heel Cut Back 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., 


Sharon Hill. 
Pa. 
Selling Agents 
Wiebusch & Hilger, Ltd. 
New York 
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WANTED REPRESENTATIVES 
TO 





FENCE 


THE STEWART IRON WORKS Co. 


CINCINNATI. “OHIO 


























225 Stewart BLOCK 


“—s 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds ee 

the tack in position for driv- 7 10 eC 
ing. Awarded the Silver Medal ~ 

(the highest offered) at the Panama-Pacific Bxposition 
Good profit. 


Name and design trade marks registered U. 8. Pat. O@. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 




















DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff 

ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, Ill., U. 8. A. 









| MILLERS FALLS COMPANY 
Millers Falls, Mass. | 


Fine tools— 
—made to main- 
tain a 58-year 
reputation. 


MILLERS FALLS 




















Waste — Mops — Wicking 
Cleaning Cloths 


Coateng Cotteon—Chemical Cotton 
otton Clotheslines 

Send for samples and prices 
MASSASOIT MANUFACTURING CO. 
an abe Fall River, Mass. U. Ss. A 
New York Office - - - -=--+--+-+-«-- 350 Broadway 
Ohicago Office -<«-<«=+-«-.- 1898 West Madison St. 








PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 























SEYMOUR —_ PRUNING SHEARS 


A Full and Oomplete 
Line of Pruning Shears 
and Tree Pruners 

ABSOLUTELY 
GUARANTBRED 
Write for New 

Illustrated Oatelegue. 

anufactured by 

SEYMOUR SMITH & SON, INC,, ‘Oakville. Conn, 
Bales Representatives: John H. Graham & Co., 118 Chambers 8t., New York. 








SAMSON CORDAGE WORKS 


SASH CORD, CLOTHES 
LINES, SMALL LINES 
ETC. SEWD/OR LAALOG 


MA SS. 





MANUFACTURERS OF lass 


BRAIDED CORDAGE oss 
AND COTTON TWINES "ara 
BOSTON (2c 























Confidence in Brand 


Tungsten Lam wee Ss is shown by 20,000 re- 
talilers and 5 obbers who sell them. 
aseaten Feone- Electric 
Lamp Co. 

DanVers, Mass. 

“Licensed under the Genera] mney 

Company's Incandescent Lamp Pate 


asc screw “TF NOX” onvvers 











ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street. Philadelphia 








OROP 
ronsto 


BrLANceo 


ae 


“The Jools in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS., 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





SCYTHES and AXES 


Scythes since 1912. Axes since 1880. 


RIXFORD MFG. CO. 
East Highgate, Vt. 








American Can Company 











NEW YORK CHICAGO SAN FRANCISCO 

Can Lithographed 

daca metal displays 
a and signs 





J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 

















‘Superior’ Screw Driver Bits 


Five Sizes, 4 to % inch 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 














( atalog on reque st 
idence, R.I.,U.S 


TRADE MARK 


BROWN & SHARPE MF‘ 


BROWN @ SHARPE 
BS suelo) F 
Miade Best 
They Give Complete Satisfaction 


; (-() Prov 
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PaineT Bolt Sell the Best 
a ogee oo = HARDWARE 


For Hard-wear 

























The wings open in- 
stantly in any position 
in hollow material. 

oe style head 


For more than 50 years 
Bemmer Spring Hinges have 


y length bolt maintained their leadership and 
Standard bofts > aay proven their superiority over all 





others. 


: They have kept pace with the 














Requires no guiding— 
just insert—The spring 
does the rest. 


Samples on request— 
no charge 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, UL 
33 Warren St., New York, N. Y. 


times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


= SPRING HINCES 


”) |ARE THE BEST 


Replenish your stock with Bommer. 








They are in universal demand—are 


" Satisfied r quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
§ Customers ct te 
Profitable ‘* Your Jobber handles them. 


Send for New Catalog 47. It is a 


me 
: A C Sales big help in ordering. 


y Z : Russell. Jennin ings Mfg. Co, 








Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 





Chester, nn. 




















The nhEYCo 


thie i 
a*o 





PATENT APPLIED FOR 


“KEYCO” Sure Grip Pipe Wrench 


Wonderful grip. Super strength. Made from 
Alloy Steel heat treated by our own process. 
Light and handy—can be used with one hand 
on pipe, nuts or studs. Instant release. Sizes: 
7 and 9 in. Widely adaptable. “Keystone 
quality.” Write for Discounts. 


The Keystone Manufacturing Co. 


Sales Representatives—Surpless, Dunn & Co. 
Buffalo, N. Y. 


New York Chicage 

















Amer ican Steel & Wire View of the spacious salesroom of Chas. W. Walmer 


Hardware Co., Wilkinsburg, Pa., which has increased 
sales better than 300% on many lines within a period of 


less than six months. Refer to May 20th and June 3rd 

Company somes of aor Goods for — story. Heller 
“‘hicago, New York, Bos quipment play an important part you are seri- 
rec hans tira Dele ously interested in increasing your sales MAIL COU- 
U. 8. Steel Products Co. PON TODAY. Study - eller plan, then let your 








San Francisco, Los Angeles, own judgment tell you what to do. 
Portland, Seattle 
MONTPELIER, OHIO 

BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
7 Waukegan, Baker Perfect, Ellwood Junior, Lyman. W. C. Heller & Co. 20 Vesey St., New York City 
il NAILS, (SPIKES S, STAPLES, T ACKS, Hot Galv’d Nails. | 

ZINC NCES: American, Royal, Anthony, Please tell us how Chas. W. Walmer Hardware Co. increased 
. National, Us U. Monitor, Prairie, Banner. Steel Gates. sales 300 per cent. Send interesting literature on your service. 

BANNER STEEL POSTS. 

CONCRETE INFORCEMENT. Name *e*#eeeeeveeweeweeeeweeeeeeeeeeeeeeeaeeeeee eo eweweaweeeveeveeeaeeeaeeeeeeeae 

Balt cme ew Old = brands. 
4 WIRE for every purpose. NN, edn add an bd eeewebew nds 6660666004606 bbe 6 0NROHS 


Quick Delivery. Write us for selling plans. 
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Classified Opportunities 











Use the “Classified Opportunities Section” to sends: Hardware Manufacturers, | 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 














Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
. . : t t 
Opportunity Exchange Section | inch ceoeeceseoseseeeeeeeesesens $5.00 50% off rates quo ed 
i Disveeeetheens .00 , 
Set Solid, Minimum of 5 lines... .$3.00 Each additional inc 4 Address your advertisements and replies to 
Hardware Age, Classified Oppor- 
Each additional line........... .60 ote tunities, 239 West 39th St., New } 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Paap Semen eens ss007 +: hele 4 insertions, 10% off; 8 insertions, 15% | Tiaupwann Aon is published each Thursday J 
Average 10 words to a line off Forms close Ten Daya previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication 

















BUSINESS OPPORTUNITIES 








) Wanted 


Manufacturers’ Agents 


to promote sales of trade marked house- 
hold and manufacturing cement, that has 
withstood every test. Excellent oppor- 
tunity for exclusive territory and selling 
rights. Write giving full details of ex- 
en organization, etc. Address Box 

H-275, care of HARDWARE AGE, New 
York. 














TO MANUFACTURERS—MANUFACTURING POPULAR LINE OF 
BATHROOM ACCESSORIES NATIONALLY KNOWN TO HARD. 
WARE AND HOUSEFURNISHING TRADE, BUT NOT EXTEN. 
SIVE ENOUGH TO EMPLOY SALESMEN EXCLUSIVELY, WE 
DESIRE ASSOCIATION WITH .MANUFACTURERS IN SIMILAR 
POSITION TO COMBINE SALES FORCES FOR MUTUAL BENE. 
FIT. ADDRESS BOX NO. 72, EAST STROUDSBURG, PA. 





AN ESTABLISHED WHOLESALE mine and mill supply house located 
in a Southern State would entertain from an experienced hardware man 
capable of buying and taking charge of sales to add a line of hardware 
on a profit sharing basis. Must be in position to invest $20,000 to 
$25,000. For full particulars or interview write, giving ee . oe 
and references. Box H-253, care of Harpware Acz, New 





FOR SALE—ESTABLISHED HARDWARE BUSINESS in Northern 
Wisconsin. This business has paid dividends each year during the 
five years. Stock and fixtures $33,000. Average business $100, 000. there 
is an opportunity for the right man. Owners of business moving West. 
Address Box H-264, care of Harpware Ace, New York. 





FOR SALE—Hardware stock in Northern Illinois, town of 20,000. 
Stock invoices about o 000. Will sell or lease building. Good opportu- 
nity for the right party The death of one of the firm the cause for 
selling. Address HE QUALITY HARDWARE COMPANY, Free- 


port, Illinois. 


FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
at Chester, NY., Orange Co., fifty miles from New York City on the 
main line of Erie 'R. BR, Stock will inventory about $12,000. Population 
about 1400, with large farming section to draw from. C. S. HUNTER, 
Chester, New York. 


FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
on the lower west coast of Florida. Address CARL HOLMER, Box 256, 


Miami, Fla. 








POSITIONS WANTED 


HARDWARE MAN—WHO WANTS HIM? BUYER, SALES 
MANAGER OR MANAGER. YEARS’ PRACTICAL EX PERIENCE— 
NOT THEORY. WHOLESALE, RETAIL HARDWARE, MILL, 
BUILDERS, MARINE, OIL WELL SUPPLIES, BUYING, SALES 
MANAGING, CATALOGUE PRICING, CLASSIFYING ARRANGE- 
MENT. A CAPABLE ORGANIZER. CAN PUT YOUR 
ORDER. OLD AND YOUNG ENOUGH TO FILL BILL. _ EM- 
PLOYED. DESIRE CHANGE. ADDRESS BOX H-267, CARE OF 
HARDWARE AGE, NEW YORK. 








HARDW ARE MAN, 47 y EARS OLD, 12 years’ Hardware and Imple- 
ment experience. Am manager of a hardware store now. Want to con- 
nect with a reputable concern as Traveling Salesman for Hardware or 
kindred line. Wisconsin territory; 10 years’ traveling experience before 
going in the Hardware business. Best of references. Address Box H-274, 
care of Harpware Ace, New York. 








THOROUGH HARDWARE MAN with twelve years’ experience in 
retail stores, also road experience with one of the national jobbers, wants 
connection with a live retail hardware store; A-1l references; married, 
age 34. Address Box H-259, care of Harpware Ace, New York. 


—— — 


EXPERIENCED CATALOG COMPILI ER, AMERICAN, CHRISTIAN. 
Wishes high class connection only. Metropolitan district. Address Box 
1-276, care of Harpware Acer, New York. 











SALES ACCOUNTS WANTED 








Agencies Wanted 


Manufacturers’ Agency calling on all the 
hardware and general stores in Canada 
from coast to coast with their own repre- 
sentatives wishes to secure additional 
lines of kitchenware, hardware or hard- 
ware specialties. Best of references. 
Apply Box H-132, care of HARDWARE 3 
AGE, New York. 














WE HAVE SEVERAL GOOD TERRITORIES open for salesmen who 
call on the hardware trade to carry a — line of Plumber’s 
brass and rubber goods on a commission basis tate line you now carry, 
and territory you cover. Address Box H-265, care of Harpware Aaz, 


New York. 





FCR SALE—Live hardware business in one of the best towns in 
South West Virginia. Stock will invoice about eight thousand dollars 
($8,090.00); rents reasonable. Address Box 498, Norton, Virginia. 





FOR SALE—Paper shell pecan nuts, large variety, 75 cents per pound 
delivered up to 25 Greer Above quantities 60 cents pound express col- 


lect. Address P. CULPEPPER, Barney, Ga. 





HELP WANTED 


SALESMAN WHO LIVES IN DETROIT to carry a papel. ngs 
line of plumbing specialties for an Eastern House to cover the State of 
Michigan and the Middle West. Salary, commission and expense. When 
writing give full details of the line you were handling, and territory you 
have covered. Address Box H-266, care of Harpware Acar, New York. 





MANUFACTURERS’ AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland, District of Columbia and Virginia 
can handle another wood line to wholesale and large hardware and mill 
supply ag Good following. Address Box H-271, care of HARDWARE 

ew York. 





GOOD OPPORTUNITY FOR THOROUGHLY EXPERIENCED 
inside and outside Builders’ Hardware, Shelf Hardware and Tools Sales- 
men, wanted by a live local jobber. State territory covered and full par- 
ticulars. Address Box H-273, care of Harpware Acre, New York. 





MANUFACTURERS’ AGENT covering Indiana, Ohio, Michigan, Illi- 
nois, Kentucky and Tennessee, calling on wholesale and large retail. trade, 
will consider any good line, or Hardware items. Address Box H-272, care 
of Harpware Acz, New York. 
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Classified Opportunities 








SALES REPRESENTATIVES WANTED 


SALESMEN CALLING ON HARDWARE TRADE to handle Manila 
and Sisal Rope and Twines direct from importing manufacturer’s stock in 
New York. Satisfactory commission paid promptly on accepted orders. 
Only desire men who have standing with their trade. rite, giving 
references, territory covered, and how often. Address Box H-250, care 
ef Harnpwarse Acs, New York. 








SALESMEN—MANUFACTURERS’ REPRESENTATIVES or Com- 
mission Men to sell established line of trellises, arches, pergolas, to hard- 
ware, furniture and department store trade. Liberal commission. Good 
territory open. Season now starting. Write at once giving full particu- 
lars in first letter. WOOD SPECIALTY CORPORATION, GREEN- 
FIELD, INDIANA. 








Watch the Weekly Market Reports 
in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end. 














SALES REPRESENTATIVES WANTED 


WANTED—A FEW FIRST-CLASS SALESMEN FOR New England, 
New York, Pennsylvania, and the South. Must have highest references 
as to ability and character, calling on hardware and drug trade with clocks 
and watches. Commission basis. INTERNATIONAL CLOCK AND 
WATCH CO., 93 Federal St., Boston, Mass. 








WANTED—Salesman calling regularly on mill and machinery supply 
dealers and jobbers to sell high grade line of grinding wheels as side line. 
Attractive proposition; fast turnover. Samples weigh one pound. GOOD- 
RICH GRINDING WHEEL CoO., 1500 West Madison St., Chicago. 


EASTERN MANUFACTURER OF BUILDERS’ HARDWARE IS 
open for » ergo in several Central States. In first letter, state 
lines carried, exact territory covered, and houses represented. Address 
Box H-277, care of HArpware Ace, New York. 











WANTED—EXPERIENCED SALESMEN FOR ATLANTIC COAST 
States, having established trade with retail hardware and department 
stores, to handle popular sprinkler. Address ALSTEEL MFG. 
Battle Creek, Michigan. 





MANUFACTURER of the Roberts Multiple Sprinkler wants sales rep- 
resentatives calling on jobbers, large hardware and housefurnishing stores. 
State lines handled, basis of compensation, territory covered. Give com- 
plete references. Address ROBERTS BRASS MFG. CO., Detroit, Mich. 








FORSTNER BITS 





THE PROGRESSIVE MFG. CO. =- 





The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 


- TORRINGTON, CONN., U.S. A, 











Insist on ‘Torrid.’ 
Your jobber can al- 
ways get them. A 
Tinner’s Furnace may 
look like a Torrid but 
not be one. “Torrids” 
are unique in supreme 
quality. 


GEO. W. DIENER 


MFG. CO. 
CHICAGO 


Makers of fine Blow 
Torches and Fire 
ots 













ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a —— 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % to in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG, CO. siartrorD,°Conn: 

















STONE WORKING 
TOOLS AND SUPPLIES 


TROW & HOLDEN CO., Barre, Vt. 


New catalog, No. 7, now ready 


Plain or enameled in 


STRATTO r— 
HANDLES 


For Smell Tools, Utensils, Electrical Goods, Bic. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














BARROWS 





Send 
for 
C Catalog 
_ STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 











CRAYONS 


For Every Purpose 


STANDARD CRAYON MFG. 


CO. 
DanVers, Mase. : 
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contract. Every care will be taken to index correctly. 





Allen Mfg. Co 

Allith-Prouty Co. 

Aluminum Goods Mfg. Co 

I Ge Ss conte csnaecasetaseeens 
American Hammer Corp 

American Ring Co....... 

American Saw & Mfg. Co................ 
American Screw Co 

American Shearer Mfg. Co 

American Steel & Wire Co 

Arcade Mfg. Co 

Armstrong Bros. Tool Co 

Atkins & Co., 


Babcock Co., The W. W 

Baur Tack Co 

Beh & Co., Inc 

Blair Mfg. 

Bommer Spring Hinge Co 
Boston Woyen Hose & Rubber Co 
Bridgeport Screw Co 

Brooks Sons Co., M. 8S 

Brown & Sharpe Mfg. Co 

Buffalo Wire Works Co., Inc 


Carolus Mfg. Co 

Clever Mfg. Co 

Coes Wrench Co 

Connecticut Valley Mfg. 
Censolidated Electric Lamp Co 
Continental Wood Screw Co 
Corbin Screw Corp 


Dazey Churn & Mfg. 

Dexter Co. 

Diamond Calk & Horseshoe Co 
Diener Mfg. Co., Geo. W 
Dixon Crucible Co., Joseph.... 


E 


I i a i Bi ses 
Energy Elevator Co 


Geneva Cutlery Co 








Gold Seal Electric 
Goodall-Pratt Co. 
Greenfield Tap & Die Corp 
Griffin Mfg. Co 


Heller & Co., W. C 
Hubbell, Harvey, 


Independent Lock Co 
International Silver Co 


Jennings Mfg. Co., Russell 
Johnson Arms & Cycle Works, Iver 


Keystone Mfg. 


I rd es ec ce we wle see ; ae 
Ludlow-Saylor Wire Co 


McKinney Mfg. Co 
Massasoit Mfg. Co 
Millers Falls Co 

Mohawk Corp. of Ill 
Myers & Brother Co., F. E 


Nicholson File Co 
North Bros. Mfg. Co 
Norton Iron Works 


Oneida Commanity, Ltd 
Osborne & Company, C. S.........e.s008. 68 





Paine Company 

Peabody & Company, H. W 
Pratt & Lambert, Inc 
Progressive Mfg. Co 


Remington Arms Company, Inc 
Reynolds Wire Co 
Richards-Wilcox Mfg. Co 

Rite Hardware Co 

Rixford Mfg. Co 

Robertson, Arthur R 

Rose & Brothers, Wm 


Samson Cordage Works 
Schatz Mfg. 

Sexton Can Co 

Smith, Inc., Landon P 
Smith & Son, Inc., Seymour 
Spargo Wire Co 

Standard Crayon Mfg. Co. 
Stanley Works 

Stearns & Co., E. C. 
Sterling Wheelbarrow Ceo 
Stewart Iron Works Company 
Stratton Mfg. 


Thomson Mfg. Co., Judson L 
Trow & Holden Co 


Union Hardware Co 


Vaughan & Bushnell Mfg. Co 
Verified List 


Warm Air Furnace Fan Co 
Warren Mfg. Company, J. D.......... sae TE 
Wickwire Bros. eee eeeeeeeeeeeeeeeeeaee een € 6 
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5 [here is a welcome 


in the porcelain-like finish of 
lite 


‘The Long-Life Enamel 


N ANY home, large or small, the __— = = Sa 
glowing luster of woodwork fin- | Co 
ished with Vitralite, she Long-Life 
Enamel, creates an indefinable charm, 
an atmosphere of welcome, peace and 
rest. And all this may be attained at 
a cost no greater than that of the com- 
mon paint-like enamels. 

The beauty of Vitralite is not fleet- 
ing. Itholdsitscolorand luster. Vit- 
raliteis so durable that it is guaranteed 
for three years, inside and outside, al- 
though indoors it lasts so long that a 
guarantee is superfluous. 


In addition to White 
Toy Gwe Cone ee Be , 
Low uibea. awd Wour Wo | 


ef Varnish Products | | 


LA g nol foundabe ull 


c + ee +— i ot. kal ( 
ato paral dopartinenta 


. r 4 in 
p CounUur4a foudds 4 rag 
A tower. Writs Udex | 


sp wen owin DY the better paint 
and hardware dealers everywhere. 
Pratt & Lambert-Inc., ] 14’ Tonawanda Street, vee A 
wii Tn ee EEL Um Domne UO apn) 


Buffalo, N.Y. Canadian address, 20 Courtwright —~ : : : 
| eet. | | Rg I. ||| cae || eT | me. 
St. 9 Bridgeburg, Ontario. AlN eramerllVaeemrrtHAUAis,CCUTHTHAADRpamees NNN seessesorenb nia A MUHNinnrrmemer( (Ulisse riassltinaatensrU(linssmeeeULIQNHassAAHUUdtaveneersOlSAbnvvesonn0O8U0/ 0s AMUMIAL Danreves 0 inner HOU ase 


From a painting by Frances Rogers. Copyright 1920, P&L 


PRATT & IAMBERT VARNISH PRODUCIS 


SUVAFLL ENT EOD RE LONE EELOROOTEREEDRCTD IN EOE TLieer ett See nguneasnineeattee “ 


“6B 4” LO oR 


The transparent floor finish in clear and colors, 
which stands the “hammer test.” You may 

i) dent the wood but the varnish won't crack. |. 
rc. Heelproof and waterproof. For nearly forty |W 
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sid) years it has withstood the utmost in foot traffic on Hi 


floors. The world walks on**61”’ Floor Varnish. 
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AS ILLUSTRATED 


Tray with 12 Teaspoons, 

3 Tablespoons, 6 Embossed 

Dinner Knives, 6 Dinner 
Forks, Butter Knife and 


Sugar Spoon. 


$14.00 


A SUCCESSFUL NEW SALES UNIT 
The Tudor Plate Duo-Service Tray 


LAR MKMRARMRARARARARAR AS AKMVRVRMDRAKAKMRARKMAKDRDRNRARMDRAKARKARAK NK BR US 


Qe Be Be Ele Sy SW SW FW Sale VW Sw EW ¥ we Fw Fe Ve Vw Vr FU Va Ve FU EVER OU UV EV BURY BT RW RY BY BD 


| at the Leader you have been 
searching to draw women into 
your store during the fall gift season. 
A sturdy serving tray with bright 
pictorial background that is an eye- 
catcher in your window. 
A blue velvet pad containing the 





29 most essential pieces of a silver 
service in Tupor PLaTe, guaranteed 
for 25 years of service. 

Four designs for choice, including 
the popular new Mary Stuart design 
as illustrated. 

All at a popular price. 
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